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This is a tower of human aspirations. As real as people 
and their best hopes for a secure future. As real as life insurance. 
For this is the tower of The Union Central Life Insurance Company. 








Looking at the tower, a great spire of light against the sky, you 
can’t help but feel that Cincinnati was a logical choice as convention 
city for the National Association of Life Underwriters. For here is 
a landmark erected to life insurance, an inescapable reminder of life 
insurance visible from just about everywhere in Cincinnati. 







































































You can’t help but see our tower when you are in Cincinnati— 
but there is a great deal more you will want to see — our museums 
and parks, our gleaming modern buildings, our old, storied 

river, our Fountain Square. And there’s one more thing 

you're sure to see and feel— our warm hospitality. 
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Cincinnati, Ohio 


Conducted tours of The Union Central Life 
Insurance Company Home Offices are 
arranged at intervals during the con- 
vention. For further information, 

call DUnbar 1880. 
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TO JEFFERSON STANDARD LEADERS 


1949 Million Dollar Round Table Qualifiers 





E. _— Andrews, Greensboro, N. C. (Life Member, 6th Qualifica- 
tion 


W. A. Bethune, Charlotte, N. C. (Life Member, 3rd Qualification) 


— G. Bosher, Virginia Beach, Va. (Life Member, 4th Qualifica- 

tion 

William Lester Brooks, Charlotte, N. C. (Life Member, 12th Quali- 
fication) 


James S. Byers, Alameda, Calif. (Ist Qualification) 


Newton W. Carr, Jackson, Miss. (Life Member, 3rd Qualification) 

James T. Comer, C.L.U., Gastonia, N. C. (Life Member, 6th Quali- 
fication) 

Leo A. Douglas, C.L.U., El Paso, Texas (Qualified in 1944, Quali- 
fied in 1949) 

E. H. Bachschmid, Washington, D. C. (Life Member) 

J. L. McCann, Charlotte, N. C. (Life Member, 4th Qualification) 


Magnus B. Norman, Long Beach, Calif. (Life Member, 4th Quali- 
fication) 


Ray S. Peters, Denver, Colo. (Life Member, 3rd Qualification) 


1949 @Qualit 


Dawid H. Andrews. ........... 0 cece cece cee een ceeecoens Statesville, N. C. 
John Leslie Andrews................... cc cece cece eet eeees High Point. y. Cc. 
W. H. Andrews, Jr., C.L.U............ 0c ccc cece eee Greensboro, N. C. 
Edgar W. Arnold................. cece cece eee teen ee eeee nes Harriman. Tenn. 
Were MGM ooo cc ince eo be beac e Ccetenwede cone ees Washington, D. C. 
Es oo ones tive ctedepacaedgececcenadslacs Wichita Falls, Texas 
eee rer errr Denison, Texas 
Ralphs G. Bosher....... 2.2... 0... cece ccc ce cece cee recegece Virginia Bea Va. 
Waverly H. Branch..................-5- eee eee e eee e ee ceees Cc el Hill, N. C. 
WE ON EGGUD. oo coi ek ce cie dec eranevcedvcdececvesweean lotte, N. C. 
Po i» 7 ait nn reer reerrrinrrnrmcnrrrr cry yc, « Roanoke, Va. 
ME in rai ccae Were vee napademe tdeactceent Ceueaae Shreveport, La. 
I GIs a oo So ecko hiv ac onion koeran econvesteqaes eling. W. Va. 
WT IE occ ce dnc cdc ence tet caves ccowess csincacislamesemeane Bristol. Va. 
E, Whew CUMMINGS. ooo. ccc ete rene nsecesceensceeeness lo, Texas 
pO a eee emer rcr ry Gastonia, N. C. 
Hal L. oi ian, Si ee aaa cae eek aa nea eee . Md. 
NIN UII oo 55-5 oc cee siscen a apa me RG etic cue se Seteesincins En le. Tenn. 
William }. Penal BE 8b Ae EM Si tars, Seeta's att ae eee Dallas, Texas 
Were Tite, Ge... wo nce ccs tienes coe sees sevae El Paso, Texas 
i. F. uncon nt ea abana coasicgemantonenbe ss Pe 2 
urne’ Edgerton......... 2.0... 2.5 .e eee e cece erent tenes eville, N. C. 
DE ooo os vce nde cencdecddecncasceeesemems oBirmi ham, Ala. 
WR IRI ee cic nace ag ods adcanessdacence ees neces Winston em, N. C 
UIE ok hoc cece eva kanemuctancdinsinnxaceameae Texas 
0 RRS reer errr remerrier re cct El Paso, Texas 
i ROEEEIDNG S/S ois cous oo ce anner ne ckrdesiosd oeccnmag@al irmingham. Ala. 
RM Pe MN ooo oc 6 scenic. fo ce oe eemenadle Seinatsecsieasiee teers eack, Calif. 
We Io isos bois oe pisinisig vnwens (avnae ees esisecepesiae Natchitoches, La. 
(Oe > - Serer r eer ore errr ys: High Point. N. C 
EIN doira'c a «5c bbs oc vibe Come eee ee eR AA o ake adene ean Fort Worth, Texas 

p egg gS Serene rrr ror ruerrrer rc. = Cc. 
johp EG 8. . shecc been hae ORR a oaea cae teresa ame EC. 
PONE AMI 2c Ecce de perce cnn Oe meee ea Mooresville, N. C. 


d Qualifiers 


-Pensacola, Fla. 





Fred V. McNair, Ill ........... _. Washington, D. C 
NNO Oe I, , Cavccc cc cces@cbinrceutncteccqednusnveedd Greenville, Texas 
Grover N. Monroe Pe re ee A Re re . Beaumont, Texas 
WRN. 2. ck carcadedvccet nies cecrnetdvelaeedhenad Concord, N. — 
H. Norsworthy....................... s wi earn 0 oats gee Pad > 
Dorman T. Payne................ North Wilkesboro. N. 
> RUE oo) 5 55 ora chao lene b ed cacceennds dreds + cadeeemeee Seattle, 
ME oe cc ccin is bakecescviedcacdvce set o> nsaascleweean Tyler. Texas 
Bipot & Reeves... wiein cit cleera éugin6 m6 6 iialese 8 lace oe re Oaaielate phe diane nnn 
[one z. NS 55 ora wen cero mr eo ce ubenemaae Burlingten, N. C. 
A. Rosoff, 1 Eee err ere e er mre rer”, adel Pa. 
MO. oe Ove csc nas ec meudaccawsqanewern San Antonio, Texas 
WI occ sons oo ckdeccdsctncenragervede cesccceee San Antonio, Texas 
A. Sellers .....Nashville, Tenn. 
OT, te og ov bod euald pada etae med s/bu ede sd teeeremae Concord, N. C. 
eae RR Loree ere eer ei e.  - Lexington, N. C. 
ames V. Simpson .....................0005. . Burlington, N. C. 
a rrr rer eer ee Atlanta, Ga. 
Too oin aia ios occ vocescasesnvacevacceseaad Birming) a. 
ett M. SE GMINNOD e's 5. 3b. cicisis «ieee cae weenus ewes cueheugemmeae Houston, Tex. 
F. McKey Smith .......... Washington. D. C. 
P. L. NERC laa tiny cha outs sa ccncieecatcoeeseeeeue High Point. WN. C. 
Sock uence sxevcocduvnetsusdherguateeiee uisville, Ky. 
M. W. Sperwses -Mobile, Ala. 
Donald S. Stark . Pe CERT Ae CeO Cincinnati, Ohio 
ST ks. so deca ck kactenceecceencs cxdasewegqeae Greensboro, Cc 
Charles M. Thomas Corp’ . Texas 
SOE OS ooo cocci cu ck mises aces ose ctatectddecsiacwmmata Charlotte, N. C. 
i H. White lord, N. C. 
NEE oo) co aoc dad we dan terund delice takes eadoes ham, Ale. 
Eoaneth Cc. Wright eke, Sak ee RON re Fe LET E Meo Durham, N. C. 








more than $865,000,000 
Insurance in Force! 


~ 








RALPH C. PRICE, President 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


FOUNDED 1907 GREENSBORO, N. C. 





J 








NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 16, 1949 








D 


limit 


HH 


‘dental 
Li 
| PAY Ge (Oa Uae GF oe GL OAS Uva De oe OF CALIFORNIA 
HOME OFFICE *x* LOS ANGELES 

















YUM 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 16, 1949 


3 














Sales Seminar, 
Managers Session 
Big Attractions 


Ten Top-Notch Producers 


Tell Things That Have 
Helped Them 


The national sales seminar Thursday 
afternoon provided the real selling meat 
which is the big attraction for many 
of those attending the convention and, 
as is always the case, the crowd at the 








Taft auditorium, 
| } where the seminar 
' was staged, was 


practically as large 
as for the main 
convention sessions. 

There was a 
battery of 10 top- 
notch personal pro- 
ducers on the pro- 
gram, all leaders 
from their respec- 
tive companies. 
They were divided 
into two panels, 
with one woman in 
each group. All of 
their talks are reviewed elsewhere in 
thi sissue. Fred H. White, Connecticut 
Mutual, Buffalo, who was also the gen- 
eral convention program chairman, acted 
as chairman of the session. 

The topic for the first panel was 
“Things I Do to Keep up My Mental 


Fred H. White 


Attitude,” with George Montgomery, 
Great National Life, Houston, as 
moderator. Stanley L. Block. Com- 


monwealth Life, Louisville; Ann Liston, 
Northwestern Mutual Life, South Bend, 
Ind.; Leonard H. Morgan, Provident 





R. H. Moore 


Geo. Montgomery 


Mutual Life, York, Pa., and Nathan P. 


Paulus, John Hancock Mutual Life, 
Lafayette, Ind., outlined specific pro- 
grams which they have adopted to 


bring about the result indicated in the 
panel topic. 


Moore Handles Seccnd Panel 


Russell H. Moore, Mutual Benefit 
Life, Lansing, Mich., was moderator 
of the second panel, which had as its 
topic, “The Idea which Has Meant 
the most to me in Securing Business.” 
_ He said life insurance men’s success 
is determined by the extent to which 
the business is in their blood and the 
extent to which they can give their 
clients a blood transfusion. He ad- 
dressed all members of the panel as 
“Doctor,” and referred to their con- 
tributions as transfusions. He listed 
those of A. J. Elder and H. J. Crofts, 
London Life, Toronto, as “telephone 
blood;” that of R. Edwin Wood, 
Phoenix Mutual, San Francisco, as pro- 
gramming blood and C. G. Scheid, New 
York Life, Cleveland, closing blood. 


(CONTINUED ON PAGE 31) 


Picked to Head National Association 





JUDD C. BENSON 


Judd C. Benson of Cincinnati, home office general agent of Union Central Life, 
president-designate of National Association of Life Underwriters, has served four years 
as a trustee of N.A.L.U., was elected secretary in 1947 and vice-president last year. 
Throughout that period he has headed the important federal law and legislation com- 
mittee. He is a former president of the Ohio association. 

He was born in Wakeeney, Kan., graduated from University of Kansas in 1922 and 
entered life insurance with Equitable Society at Hutchinson, Kan., in 1924. He became 
supervisor for Union Central at Wichita in 1929, was for five years general agent of 
that company at Kansas City and has been home office general agent since 1936. 


Malcolm Adam Goes to 
Helm at Penn Mutual 


PHILADELPHIA—Malcolm Adam 
is the new president and chief executive 
officer of Penn Mu- 
tual Life. He was 
elected Wednesday 
by the trustees to 
fill the place left 
vacant by the death 
of John A. Steven- 
son. 

At the same 
time William W. 
3odine was elected 
board chairman 
and Herbert Adam, 
brother of the new 
president, was 
elected a vice- 
president. 

Mr. Adam has been a Penn Mutual 
man since 1911. He has been vice-presi- 
dent in charge of insurance operations 
since 1937 and a trustee since 1946. 

Mr. Bodine has been financial vice- 
president since 1943 and a trustee since 





Malcolm Adam 


1931. He will continue to have general 
supervision of investment and banking 
operations. 

Herbert Adam has been in charge of 
mortgage loans and real estate. 


Membership Is Down 5%, 
H. R. Hill Reports 


N.A.L.U. showed a membership de- 
cline of 5.2% for the 12 months ended 





Sept. 1, Membership Chairman H. R. 
Hill, Life of Virginia, Richmond, re- 
ported. Top state in percentage was 


Arkansas, up 25%. 

Other states showing gains, and their 
respective percentages, are as follows: 
Colorado, 20%; Montana, 14; Kansas, 


12; Alabama, 9; New Mexico, 9; Ari- 
zona, 6; Massachusetts, 5; Illinois, 5; 
D. C., 5; Maine, 4; Vermont, 4; 


North Dakota, 3; West Virginia, 3; Con- 
necticut, 2; Florida, 2; Nevada, 2; Idaho, 
2, and Georgia, Ohio and Minnesota, 
1% each. 


olidarity in N.A.L.U. Ranks Shown 


Behind Leaders in 
Maintaining 
Professional Role 


Strong Program Marks 
Closing Day of 
Cincinnati Convention 


By ROBERT B. MITCHELL 


As National Assn. of Life Underwrit- 
ers annual convention at Cincinnati 
reaches its final stage it becomes in- 
creasingly and reassuringly clear that 
the association is solidly behind its lead- 
ers in their decision to keep N.A.L.U. 
in the traditional role of a professional 
organization rather than to let it veer 
toward the labor organization type of ac- 
tivity that resulted in the recent NLRB 
settlement agreement. 

Even those who previously were the 
most vigorous advocates of dealing with 

. > 
companies on such matters as agents 
contracts and social security for agents 
not only seem fully reconciled to the 
present status of N.A.L.U. under the 
settlement agreement but are working 
sincerely and constructively to do what 
can be done under the settlement agree- 
ment which, incidentally, seems to be 
quite a lot. 


Out from Overhanging Cloud 


The association winds up its annual 
deliberations happily out from under the 
overhanging cloud of the NLRB case 
and its possible consequences. For any 
who may have had doubts as to the 
practical effects of the settlement agree- 
ment on the attitude of the members 
and on the future of the associa- 
tion the convention has been a morale 
booster. 

Despite the isolated efforts there have 
been to stir up discontent among the 
members by stories of high legal fees 


‘in the case there seems to be no ten- 


dency to question the wisdom of spend- 
ing the $25,000 that the case has cost 
in counsel fees. This figure was dis- 
closed in the treasurer’s report made by 
Harry Gardiner, John Hancock Mutual, 
New York. 

Zalinski Choice Well Received 


The other big reason for the out-of- 
the-woods feeling that prevails is that 
the problem of finding a man to fill the 
important post of executive vice-presi- 
dent. on a permanent basis has been 
solved. The new headquarters chief, 
Edmund L. G. Zalinski, is widely known 
among the field forces for his dynamic 
work as managing director of Life Un- 
derwriter Training Council. There is 
a. general feeling that Mr. Zalinski will 
do the same constructive and effective 
type of job that he has done as head 
ot L.U.T.C., but with a broader and 
more important stage on which to per- 
form. 


Varied Activity Thursday Afternoon 


Thursday afternoon was marked by 
the most varied type of activity of any 
day. Following the women underwrit- 
ers’ luncheon at which the retiring 
chairman, Norma Wasson, Phoenix Mu- 
tual, Kansas City, presided and the gen- 
eral agents and managers luncheon , 
with W. Thomas Craig, Aetna Life, 
Cincinnati, as toastmaster were the,al- 
ways popular national sales semitar “te 
general agents and managers sneetiutg 

(CONTINUED ON PAGE 31) 
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Pita kia 


@ Skyline View of Downtown Cincinnati taken from across the Ohio River 


JUDD C. BENSON 


on your election to the presidency of the N.A.L.U. 


Our Thanks 


CLIFFORD L. ORR 


for your outstanding leadership during the past year 


jrom Cincinnatc GENERAL AGENTS and MANAGERS 
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Members of the Associated mete General Agents and Managers 
ee a ee errr General _Asent William T. Earls, C.L.U............ General Agent FB COAG sos oe: 6cs snes 2 S000 052 Ge neral Agent 
OCCIDENTAL LIFE INSURANCE CO. OF CA a ae ar LIFE INSURANCE CO Th 3, Muir, —— Co. OF | A 
Kenneth Albers, C.L.U................... ol er Joseph M. BOE OE: General A ent omas WIT, U.L.U.. owes eee ees vee eeee anager 
MANUFACTURERS LIFE INSURANCE CO. Pe PACIFIC MUTUAL life INSURANCE CO. © Guy D. RB SUARLAN, Co INSURANCE 2. 1A 
Richard ww Angert, C.L.U.......... Conerat Agent Milton Gatch Seabees enemies aoa naiieeseae Manager "y NEW ENGLAND MUTUAL LIFE INSURANCE CO om 
PENN MUTUAL LIFE INSURANCE CO SUN LIFE ASSURANCE COMPANY 
WANN s PE MARIOAN 5:02 0i0:e 015 c1sis:«\<'9)914(6 cie1e eneral yo 4 
Phillip Ar SS eee. - anager Cliff L. Gurney.................00- General Agent MUTUAL TRUST LIFE INSURANCE Co. 
HOENIX MUTUAL LIFE INSURANCE CO. UNITED BENEFIT LIFE INSURANCE CO Raymond. D. O° yp icaneinmapeeate: General Agent 
Arthur eee: CP ( ee anager Richard C. Hageman................++0: Menger EAT WEST” LIFE ASSURANCE CO. 
PRUDENTIAL INSURANCE CO. OF AMERICA EQUITABLE LiFe E ASSURANCE SOCIETY OF N. Y. Lee B. Pcl isi siolevs osciasis aaa ee General Agent 
Judd Cc. eS Eee General Manager George R. Hammerlein............. General Agent Carl R. Sthic MuTuAi LIFE INSURANCE CO. 
NION CENTRAL LIFE INSURANCE CO MINNESOTA MUTUAL LIFE wan co. - CRIOLMAR. «0 oon aacccccccereces Manager 
W. E. LORD 
W. iin eee neral Agent Benjamin BIGRIGS 6 vs.dienwesienic caleauter eneral Agent W. R. Smith............. Manager 
PROVIDENT MUTUAL LIFE INSURANCE CO. LINCOLN NATIONAL LIFE insunanee CO ACACIA MUTUAL LIFE INSURANCE CO. 
Drath Ts SOR, so 00s oes seine acnesiccete Manager Thomas M. Herman................ Ge nel Agent W. A. Spiker, MORNE NU 5 6 sce scavetececoinvessiaceie eee Manager 
METROPOLITAN, LIFE INSURANCE CO. (NWD) “a cL NATIONAL LIFE INSURANCE CO. Pay LIFE INSURANCE CO. 
oe eS arr General Agent Ray Hodges, C.L.U................. General Agent Donald s. "Si oc Seanialsialaeleisiohnn cierasisicinate Manager 
HOME anny INSURANCE COMPANY NATIONAL LIFE INSURANCE CO. OF EFFERSON STANDARD LIFE INS. CO. 
Paul H. Burkman.................. Ge mare Agent Glenn } A BOONOM,. ison -045-05:65004G5404:50.0-60 9% — Benjamin ee eS: General Agent 
BANKERS LIFE INSURANCE CO. OF IOW. RELIANCE LIFE INSURANCE COMPANY CONNECTICUT GENERAL LIFE INS. CO. 
COSNEC AORTIRE vn icnsccenessensaenssencat _ Med BS; SROMBOR 6:5 5 6:5.5 9-056: s5015100 04.9.0 General Agent Thomas W ren MIRO io:o: <ihisioiniisraccigsecsisie eae aie Manager 
PAN AMERICAN LIFE INSURANCE CO. MASSACHUSETTS MUTUAL LIFE INSURANCE CO f OHIO NATIONAL LIFE INSURANCE CO. 
William A REN shesnssewessounesescee Manager Paul Johnson, C.L.U.............002.000: Manager William A. RIERMMER 2 905-4ts'ero\s odinice sine nisa Manager 
ETROPOLITAN LIFE INSURANCE CO. FO tack MUTUAL LIFE INSURANCE CO. METR scam LIFE INS. CO. (ELMWD) 
W. Thomas Craig. . cei neneabsesecnt General Agent William J. Mack, C.L.U............ eneral Agent Carl G. Thompson...................00. Manacer 
ETNA LiFe INSURANCE CO. NORTHWESTERN MUTUAL LIFE INSURANCE CO METROPOLITAN LIFE INS. CO. 
William R. al Sows aismaneaieseoene General Agent Charlies’ 3; MeGoy.. «...60.00.5.s6eto.civcetivveces -Manager William C. Thurman....................! Manager 
PROVIDENT "LIFE & ACCIDENT INS. CO. MUTUAL LIFE wae CoO. OF N. COMMONWEALTH LIFE nome co. 
Walter Gy SIGUE o.'004:s 0000000000008 General Agent James C. McFarland, C.L.U......... G toi Agent George Vinsonhaler, C.L.U......... eral Agent 
gs LIFE INSURANCE CO. OHIO STATE LIFE. INSURANCE CO. JOHN HANCOCK MUTUAL LIFE BE ee co. | 
J. S. WIN cin cps savnexebonsaee General Agent John G. S. Meyer.......................-Manager Frank Wigglesworth ...............e00.. Manager 
Ode BENEFIT LIFE INSURANCE CO. JOHN HANCOCK MUTUAL LIFE INS. CO. THE TRAVELERS INSURANCE COMPANY , | 
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XUM 


TO 43 


EXEMPLARY PUBLIC SERVANTS... 


Coon oratulations ! 


I AM SURE that our entire organization joins me in felici- 
tating the 43 Equitable members of the 1949 Million Dollar 


Round Table whose names appear below. 


I know all these men —as distinguished representatives of 
The Equitable Life Assurance Society of the United States. But 
I also know them as outstanding citizens — men who look on life 
insurance not as just a means of earning a livelihood, but as an 
opportunity to serve their community and their fellow men. 


SAMUEL A. AARON 
Los Angeles, Cal. 


M. LEE ALBERTS 
Chicago, Ill. 


LAWRENCE E. ANDERSEN 
Pasadena, Cal. 


RAYMOND B. ANTHONY 
Chicago, Ill. 


MRS. MILDRED P. BEHR 
Chicago, Ill. 


T. JAMES BROWNLEE 
St. Louis, Mo. 


LLOYD H. BUNTING 
New York, N. Y. 


GEORGE B. BYRNES, C.L.U. 
Pasadena, Cal. 


CHARLES A. CUMMINS, C.L.U. 
Chicago, Ill. 


WILLIAM D. DAVIDSON, C.L.U. 
Chicago, Ill. 


DANIEL E. DEAN, C.L.U. 
Philadelphia, Ra. 


M. J. DONNELLY 
New Castle, Pa. 


LEO F. DUAX, C.L.U. 
Eau Claire, Wis. 


HERMAN C. EDWARDS 


THE 


393 Seventh Avenue 


Oh. Hho. 


ISRAEL C. FELDMAN 
Philadelphia, Pa. 


SAMUEL W. FIELDS 
Philadelphia, Pa. 


CECIL FRANKEL 
Los Angeles, Cal. 


DAVID A. FREEDMAN 
New York, N. Y. 


FRED S. GOLDSTANDT 
New York, N. Y. 


MEYER M. GOLDSTEIN, C.L.U. 
New York, N. Y. 


ROY GREEN 
Washington, D. C. 


HARRY GREENSFELDER, JR., C.L.U. 


St. Louis, Mo. 
CARL E. HARRIS 
Chicago, Ill. 
JAMES M. HAMILL 
San Francisco, Cal. 

_ J. D. E. JONES, SR. 
Providence, R. |. 
STANLEY S. LEEDS 
Beverly Hills, Cal. 
NOEL D. MAXCY 
New York, N. Y. 

GERALD W. PAGE, C.L.U. 
Los Angeles, Cal. 


JOHN M. PFEIL 
Pittsburgh, Pa. 


President 


THEODORE M. RIEHLE, C.L.U. 
New York, N. Y. 


MARTIN I. SCOTT, C.L.U. 
Los Angeles, Cal. 


MARVIN SHERMAN, C.L.U. 
Los Angeles, Cal. 


LEON GILBERT SIMON 
New York, N. Y. 


LISLE A. SPENCER, C.L.U. 
Youngstown, Ohio 


HARRY STEINER, C.L.U. 
Chicago, Ill. 


RON STEVER, C.L.U. 
Pasadena, Cal. 


J. E. B. SWEENEY 
Charleston, W. Va. 


NORMAN B. TOBIAS 
Boston, Mass. 


CHARLES WASSER 
New York, N. Y. 


STANLEY H. WATSON, C.L.U. 
Cleveland, Ohio 


SIMON D. WEISSMAN, C.L.U. 
Boston, Mass. 


H. E. WIRSING 
New York, N. Y. 


HARRY T. WRIGHT 
Chicago, Ill. 


EQUITABLE 


Life Assurance Society of the United States 


New York |, N. Y. 














6 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 16, 1949 


2nd Day 








Uses Own Program 
fo Whet Prospect's 
Interest in Buying 


Davidson, Equitable 


Society, Chicago, M.D.R.T. 


Hour Speaker 


How he uses his own very substan- 
tial life insurance and retirement pro- 
gram of about $150,000 was described 
Equitable 
the 


William 
Society, Chicago, 
Million Dollar 
Round Table hour. 

In programming 
Mr. Davidson has 
found that in ini- 
tiating a discussion 
it is most effective 
to use, as an ex- 
ample of what 
can be accom- 
plished, his own 
program. He goes 
over it in detail 
with prospects. It 
gives him an op- 
portunity to ex- 
press his own philosophy regarding the 
provisions for his family and himse}f. 
He can also discuss fully why certain 
things have been done and gradually 
the prospect may begin to feel that 
those same things should be done in 
his own situation. 


D. Davidson, 
in his talk 


by 
to 


Davidson 


Ww? D. 


Gives Summary to Client 


Another reason why he uses his own 
plan as an example is that he has quite 
a substantial life insurance plan, about 
$150,000. His plan is set up in the 
form of a summary which he gives each 
client when he has finished going over 
his life insurance plan. 

With more substantial individuals 
where an estate planning job is prob- 
ably in order, Mr. Davidson has used 
the questionnaire compiled by the Re- 
search Institute of America. It delves 
thoroughly into the individual’s estate 
and business and tax problems. The 
purpose is to get information. How- 
ever, it is an excellent way to arouse 
interest and generate a complete dis- 
cussion of a situation. As a means of 
establishing additional confidence Mr. 
Davidson points out that a group in 
his office have on retainer one of the 
outstanding tax attorneys in Chicago 
with whom they consult on legal and 
tax questions. This has proved ex- 
tremely interesting to clients. 


Uses Two Initial Approaches 


As an additional means of gaining the 
confidence of the person being inter- 
viewed, and to establish prestige, Mr. 
Davidson uses two initial approaches. 
Wherever possible either a personal in- 
troduction to the individual or a letter 
of recommendation from a friend or 
associate is invaluable. Second, over 
the years he has retained letters of 
endorsement from substantial business 
men which he has the man read in the 
early stages of the first interview. 

The next step is to get full informa- 
tion from this man as to his objectives 
and what he is doing to accomplish 
them. The degree of success attained 
over a substantial number of cases will 
practically be in direct proportion to 
the amount and kind of information 
obtained initially. 

“In addition, if we have sat down 
with this man originally and carefully 
discussed his objectives, which he has 
stated himself, when we bring our solu- 
tion to him it is the solution to the 
problem as he sees it and not just our 
opinions of what should be done,” said 
Mr. Davidson. “Psychologically this 





can be very important because in so 
many cases it will take so much more 
insurance to meet the individual’s own, 
estimates of the conservative require-~ 
‘ments of his family and himself that it 
will strengthen the whole case to have 
it built around his ideas rather than 
our own.” 


Circumstances Should Be Auspicious 


In presenting recommendations Mr. 
Davidson feels it is very important that 
the interview be conducted under as 
favorable circumstances as is possible. 
Programs may seem very simple to an 
agent but are usually quite involved to 
the prospect. He is used to thinking 
about manufacturing soap or selling 
boxes or some such thing as that. Mr. 
Davidson has been quite successful in 
having people come to his office, where 
he can shut the door and close off the 
phones. He conducts about 80% of his 
interviews in his office. It surprised 
him at first how easy it is to get people 
to come in. 


Uses Babson Figures 


In closing interviews often the ques- 
tion comes up as to how much insur- 
ance an individual should own based on 
a certain amount of income. It is not 
easy to answer because the agent might 
be accused of being biased in favor of 
life insurance but Babson puts out 
budget charts which are kept up-to- 
date each year. These are very helpful 
in showing what percentage of the fam- 
ily budget should be used for various 
things including accumulation. The 
percentage that is set up for accumu- 
lation is a great deal higher than 99 
out of 100 people are setting aside. This 
is a completely unbiased source of in- 
formation and consequently is more 
readily accepted. 

There is no greater thrill in the busi- 
ness than the sincere expression of 
appreciation that results from a com- 
pleted job of programming, said Mr. 
Davidson. He makes it a practice to 
sit down with each client after the 
work has been done and make a com- 
parison of the present situation with 
what prevailed before. Part of the rea- 
son for doing this is to make sure the 
client continues to regard Mr. Davidson 
as his life insurance counsellor and will 
recommend him to others in similar 
situations. He also checks with each 
client periodically. 

Besides these satisfactions there 
the additional reward of seeing some 
of these plans carry out the insured’s 
aims when he dies. 


1s 


Herbert R. Hill, Life of Virginia, 
trustee of N.A.L.U., reported to the na- 
tional council as chairman of the mem- 
bership committee, that his new bifocals 
combined with the Cincinnati hospital- 
ity made both the report and his audi- 
ence hazy. 


G.D. McKinney Explains 
Section 213 Proposals 


Intense interest developed at the 
N.A.L.U. convention in the report of the 
subcommittee on section 212 of the Nex 
York law which was delivered as a part 
of the report of the committee on com- 
pensation. The law in question controls 
company expenses and agents’ compensa- 
tion for all companies licensed in New 
York. 

Gordon D. McKinney, N.A.L.U. actuary, 
has put in a great deal of time aiding 
the subcommittee. It was he who studied 
the law and prepared what has been 
characterized by many as the only lucid 
explanation of section 213 ever made. 
That’s why the following comments by 
Mr. McKinney on the subcommittee re- 
port are of particular interest. 


Frankly, 
the important reports 
N.A.L.U. commit- 
tee and, as_ such, 
deserves particular 
attention. 

In commenting 
on it, one of the 
points often raised 
by members might 
first be cleared up. 
i.e, why should a 
New. York statute 
require our atten- 
tion on a national 
basis. 

The answer 
that, while section 
213 is a New York 
law, it applies to every company which 
is licensed to sell business in the state 
of New York. The result is that nearly 
70% of the business written in the 
United States comes under its control. 
It is also of interest that as of August 
26, 1948, 31,786 or 61.7% of our member- 
ship were associated with companies 
who were directly affected by this sec- 
tion. This means that this law applies 
to the majority of business written in 
the United States and the majority of 
our membership. It should be remem- 
bered, however, that companies not 
operating in New York are indirectly 
affected through being in competition 
with New York licensed companies. 
To this extent, the law affects all of 
our membership. 


this report ranks as one of 
. by 


made an 


is 


G. D. MeKinney 


First Specific Recommendation 


It is also pertinent to point out that, 
while many groups are studying this 
law with a view of recommending 
changes, this report, by an N.A.L.U. 
committee, represents the first specific 
recommendations for changing the 
present law which has been released 
by any association or group. In other 
words, we are retaining our traditional 











Dick Metheny, his father, C. Brainerd Metheny, Fidelity Mutual Life; Solomon 
Huber, Mutual Benefit Life, and David B. Fluegelman, Northwestern Mutual Life. 


all of New York. 





leadership in matters of interest to the 
agents of America. 

In referring to our recommendations, 
it will be noted that they can be sum- 
marized by two words, -understand- 
able and equitable. 


"Can Be Made Understandable 


Your sub-committee suggests that 
the present law should be rewritten and 
the controls rearranged to make the 
law not only understandable by 50 or 
at most 100 experts in the country 
but rather understandable by all persons 
interested in reading or referring to it, 
We all have repeatedly heard that this 
is a technical and highly complicated 
law and that it must remain so. We 
readily admit this but we also are con- 
vinced that, if our recommendations 
are adopted, the law can be rearranged 
and reworded so that it will be under- 
standable, at least with respect to those 
parts affecting the field forces of Amer- 
ica. 


‘Equitable Treatment Sought 


As far as equity is concerned, there 
would seem to be no real argument 
involved. I feel sure that the insurance 
department, the companies and the field 
men would all wish the law to extend 
uniform and fair treatment to all groups 
affected by it. In stating that the law 
should be equitable, we hasten to add 
that we are not implying thereby that 
the present law was inequitable when 
enacted some 20 years ago. Any in- 
equalities which have developed have 
been due to changing business and 
economic conditions which have af- 
fected the various costs of conducting 
the life insurance business. 


Recommendations Reviewed 


In describing our specific recom- 
mendations, we can do no better than 
refer to the illustrations shown in the 


committee report. Dealing first with 
controls on agents’ compensation, we 


note that presently agents’ compensation 
is affected by 10 different sub-sections 
of section 213. In brief, these controls 
mean that compensation in excess of 
certain percentages set out in the act 
cannot be paid. In addition, however, 


if the amount paid under these per- 
centages in dollars causes the com- 
pany’s inside agency expense limit, out- 


side agency expense limit or total com- 
pany expense limit to exceed the con- 
trols thereon, then the company would, 
of necessity, have to reduce its com- 
pensation basis to conform with the 
other expense limits. Our suggestion 
is to remove agents’ compensation from 
the various expense limit controls, and 
to have it based on a contract control 
only. This would mean that when the 
question is asked: “What is the maxi- 
mum which can be paid an agent under 
section 213?” a definite answer would 
be available. Under the present over- 
lapping and dual control setup, the 
maximum compensation payable to an 
agent would be the maximum which 
a company can afford to pay under the 
contract control and _ still stay within 
its various expense limits which even 
individual company experts find hard 
to determine in advance. 


General Agents and Managers 


Turning next to general agents and 
agency managers, our recommendation 
would be to separate agency expense 
into money paid agents, just referred 
to, and into other agency expenses. AS 
noted in recommendation B, we recom- 
mend that these other agency expenses, 
which would include the remuneration 
of the general agent, agency manager 
and agency supervisor, should be con- 
trolled by a new expense limit which 
would eliminate present disparities 
which exist between expenses permitted 
under general agency and branch office 
companies. 

As suggested in recommendation G, 

(CONTINUED ON PAGE 35) 
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Programming Helps Prospect 
Solve Financial Problem 


The prospect does not want a policy 
—what he wants is a solution to his 
problem, R, Edwin 
Wood, Phoenix 
Mutual, San Fran- 
cisco, declared at 
the seminar ses- 
sion. As a tool for 
making a prospect 
aware of how life 
insurance can solve 
his financial prob- 
lem, he said pro- 
gramming {is un- 
surpassed. 

“More than that, 
programming pro- 
fessionalizes your 
operations — it ; 
builds clients and leads to repeat busi- 
ness with old customers. It is the quick- 
est way of which I know for a new or 
inexperienced agent to build skills that 
command the respect of his prospects. 
Through the medium of programming 
the life underwriter can get into the 
upper stratosphere where there is less 
competition.” 


Wide Range of Programming 


There is a wide range of programming. 
A simple program could be a combina- 
tion of a clean-up fund and readjustment 
income to the family for the first year 





R. Edwin Wood 


or two after the death of the bread- | 


winner. The other exteme is an in- 
volved estate analysis, including policy 
audit, setting up of trusts, providing for 
estate settlement and tax costs, and 
business continuation insurance. He de- 
fined programming as a combination 
of two or more package sales that are 
coordinated into a master plan. 

“The ideal programming job is based 
upon a two-interview technique. The 
object of the first interview is purely to 
get the facts from the prospect. As 
quickly as possible get your prospect 
to talk about his plans, his desires and 
objectives. Be sure you get all the data 
because some important fact not re- 
vealed may cause the loss of a sale 
later. When the facts are revealed, a 
sale usually becomes obvious. 

“Your prospect has been thinking in 
terms of face value of his insurance. 
Because he has probably never had a 
large sum of cash in his hands at one 
time, it sounds like a lot of money. On 
the other hand, if we start to build a 
house of protection for his family, he 
begins to realize the inadequacy of his 
present insurance.” 


How Much, for How Long 


Maurice Tabor, with Travelers at 
Buffalo, summarizes his formula for this 
approach in the phrase, “How much, 
for how long.” “How much income do 


you want for your family, Mr. Wood- | 


monthly income by 300 will provide a 
life income. Thus, $100 per month for 
9% years requires $10,000; for 15 years, 
15,000; for 23 years, $20,000; and for 
life, $30,000. For quick calculations he 
allows from $12,000 to $14,000 credit 
against the prospect’s objectives for so- 
cial security benefits if he has been 
under covered employed for most of his 
business life. 


If the prospect is committing him- 
self to such larger amounts of insurance 
as to discourage the sale, it is necessary 
to see that these commitments are modi- 
fied to the figure within a reasonable 
reach of his ability to pay. 

Skillful discussion, questioning, and 
direction of the first interview will bring 
out on one hand what the prospect 
wants his family to have if he doesn’t 
live, and on the other hand what he 
owns in the way of present assets and 
insurance to accomplish this objective. 
Obviously the difference between the 
two is the potential sale. 

At the end of the first, or information- 


getting interview, he arranges for the 
second interview by definite appoint- 
ment. “If your discussion with the 
prospect has revealed that his wife is 
an important or controlling factor in 
the sale, be sure that the next interview 
is arranged at a time when she will be 
available.” 

In planning the second interview, Mr. 
Wood relies heavily on visual pre- 
sentation. A fine tool for quickly chart- 
ing income, he said, is the Diamond Life 
settlement option and slide rule. 

“In charting the income, spend his 
present insurance first. That means his 


(CONTINUED ON PAGE 43) 
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row, and for how long will they need | 
it?’ Mr. Tabor would let the prospect | 


decide what the minimum income should 


be for his family. He praised highly | 


the Hiller Monthly Budget Guide sold 
by Diamond Life Bulletins. “Here is a 
visual aid that you can put in the 
prospect’s hands that will force him to 
be most realistic in fixing minimum in- 
come for his family. But just one word 
of caution—don’t let him shoot too far 
over his ability to pay. After a little ex- 
perience, you will be able to determine 
when your prospect is setting his stakes 
too high.” 

He suggested some rules of thumb to 
calculate roughly how much additional 
insurance is required to reach the pros- 
pect’s objective. Multiplying the month- 
ly income by 100 will give the amount 
of insurance required to pay that in- 
come for approximately 9%4 years. Mul- 
tiplying it by 150 will give the amount 
of insurance required to pay it for 15 
years, while multiplying it by 200 will 
give the amount of insurance re- 
quired to pay it for 23 years. At a 
typical age of a widow, multiplying the 
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Iron Fireman Sales Manager Tells G.A.s 


as well sit in the salesre%.m and wait for 
someone to call you to come and see 
him.” 

“Of course, the only way we can get 
rid of him is with work—making sales 





Since the three bogeymen—Inertia, 
Pessimism, and Delay—strike directly at 
the root of salesmanship, it is necessary 
that sales managers and salesmen alike 
learn to recognize this troublesome trio 
in their incipient stages and realize that 
they must be licked and kept licked, said 
C. T. Burg, sales vice-president of the 
Iron Fireman Manufacturing Co., at the 








the use” attitude. 


anything now. 
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Penn Mutual Life Insurance 
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K. V. FARGO 
General Agent 


aa 
The Lincoln National Life 
Insurance Company 


1220 Beggs Building 
Columbus, Ohio 
Tel. ADams 1297 


“Personalized Brokerage Service” 


general agents’ and managers’ luncheon. 

Inertia, he said, stands for lack of 
effort, inactivity, laziness, and a “what’s 
He’s the one who 
keeps saying to the salesman morning, 
noon, and night during times of depres- 
sion, “Buddy, take it easy, you can’t sell 
No one is buying any- 
thing. Business is terrible. You might 














From the Capitol of the 
state, the general agents 
and managers extend 
greetings to all the mem- 
bers and friends of the 
National Association of 
Life Underwriters. 
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.Life Assurance 
Company 


ROBERT C. SEARLE 
Agency Manager 


614-16 Huntington 
National Bank Building 
Columbus, Ohio 
Tel. MAin 5857 


Complete Brokerage Facilities 








calls, seeing prospects, and giving the 
law of averages a chance to work,” he 
said. “We symbolize the law of averages 
to our organization by a_ beautiful 
Hawaiian girl named ‘Loa.’ ‘Make 
enough sales calls and see enough people 
and “Loa” (law of averages) will help 
you,’ we tell our men. ‘If you see enough 
people, you are bound to make sales, 
and the more you see the more sales you 
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Complete Life Insurance for 
Brokers and Surplus Line Men 





will make. That’s how 
you.’ ” 

The second bogeyman is “Pessimism,” 
whom Mr. Burg termed the most sinis- 
ter figure of the group. He takes the 
heart right out of the salesman if the 
salesman allows him to. Pessimism can 
permeate a whole organization, just as 
he can ruin an individual salesman. “We 
fight him in every way we can devise, 
taking as our text to our selling organi- 
zation the gospel of optimism and en- 
thusiasm,” he said. “Nothing is so con- 
tagious as enthusiasm. Given half a 
chance, it will spread like wild-fire. Be 
enthusiastic yourself and you will take 
a long step toward making the rest of 
your selling organization share your own 
feelings. 

“Don’t read all the bad news in the 
newspaper! Many papers are full of 
stories about the stock market falling 
off, murders, bank failures, unemploy- 
ment, and pessimistic articles by pessi- 
mistic business men. How can a sales. 
man go down the street in an enthusias- 
tic state of mind after devouring a 
morning paper full of sob stories? Skip 
the bad news, and if there is nothing 
else in the morning paper but bad news, 
don’t read it at all! 

“Prohibit, or at least discourage any 
salesman from spreading despair, dis- 
couragement, and pessimism among the 
other men. Every organization has its 
dyed-in-the-wool gloom peddlers. They 
love company. Nothing gives them a 
greater morbid pleasure than to stand 
around and croak disconsolately of how 
tough times are, how impossible it is to 
sell, why prospects won’t buy, and why 
the world is going to hell. If you havea 
confirmed pessimist in your organiza- 
tion, heave him out by the seat of the 
pants or else, given time, he will rot the 
entire organization as one bad apple will 
rot every other apple in the barrel. 

“But above all else, if you are the 
boss,edon’t forget to apply your advice 
at least as rigidly to yourself as you do 
to your men, In many an organization, 
the boss is the worst pessimist in the 
group. He talks of tough times, groans 
about slashed budgets, and frets over 
lack of prospects. Then he expects the 
salesmen to go out with big smiles on 
their faces, a bright outlook on life, and 
sell his product. No boss need be an 
evangelical Pollyanna, but at all times 
he should be the most enthusiastic and 
genuinely optimistic individual in his 
organization. 


“Loa” helps 
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“Last, but by no means least of the 
ways in which we battle Bogeyman 
Pessimism is through personal appear- 
ance. We fight pessimism with a red 
necktie! Unusual as that may sound, it 
all began back in 1933, when echoes of 
bank failures, a sagging stock market, 
and declining business indexes filled the 
newspapers. I’ll quote the rest of the 
story as it appeared in an article pub- 
lished by ‘Nation’s Business’: 

“One gloomy gray morning a caller 
was announced at my office, and through 

(CONTINUED ON PAGE 40) 








Mary LaBella, Manhattan Life, Los An- 


geles, and Norma Wasson, Phoenix Mutual, 
Kansas City, retiring chairman of women’s 
quarter million dollar round table. 
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Leading Life Offices of Chicago 





N. A. L. U. GOth Anniversary 


The offices listed on this page are leaders in the life insurance field in Chicago. They believe in the National 


Association and for what it stands, and through this medium extend their cordial greetings 


to the 6Oth annual meeting in Cincinnati 





ROCKWOOD S. EDWARDS 


General Agent 
AETNA LIFE INSURANCE COMPANY 
120 SOUTH LA SALLE STREET, CHICAGO, ILLINOIS 
Telephone ANdover 3-1920 


> YOUR BROKERAGE AND SURPLUS BUSINESS SOLICITED < 


ALL FORMS OF ORDINARY, GROUP AND PENSION CONTRACTS 
NON-CANCELLABLE ACCIDENT AND HEALTH 


JOSHUA B. GLASSER 


General Agent 
CONTINENTAL ASSURANCE COMPANY 
Illinois Leading Life Insurance Company 


39 SO. LA SALLE STREET 


CHICAGO 3, ILLINOIS ® CENTRAL 6-1296 














W.A. ALEXANDER & COMPANY 


GENERAL AGENTS of 
THE PENN MUTUAL 


Life Insurance Company’ 


WADE FETZER, JR., C.L.U. JOHN H. SHERMAN 
HARRY G. WALTER, C.L.U. 


135 South La Salle Street FRanklin 2-7300 


CHICAGO 


Reliance Life Insurance Company 
of Pittsburgh 
ILLINOIS DEPARTMENT 
111 W. Washington Street Telephone: RAndolph 6-6588 
MARVIN L. SCHOEN, Manager 


Territory: Northern Illinois, Northern Indiana, Eastern Iowa 














THE 
EWING AGENCY 


PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


EQUITABLE LIFE 
ASSURANCE SOCIETY 


OF THE US. 
e 


Philip B. Hobbs 
Agency Manager 


Founded 1865 


WILLARD EWING 


General Agent Warren V. Woody 


Agency Manager 
Robt. R. Reno, Jr. 
Phone RAndolph 6-6088 Agency Manager 
1104 Harris Trust Bldg. 
CHICAGO, ILL. 


29 So. La Salle St. 
CHICAGO 











"7 


Marsu & McLENNAN 


INCORPORATED ' 


THE CHICAGO AGENCY 


Insurance Brokers | 
ACTUARIES AND 





PRUDENTIAL INSURANCE CO. AVERAGE ADJUSTERS 
OF AMERICA 5 
SID. KENT, Manager Chicago Nee Yow 
San Francisco Detroit 
GEORGE L. SCHOMBURG Washington Pittsburg 
Minneapolis Boston 
FRANK LOTITO Buffalo Cleveland 
Assistant Managers Columbus * Indianapolis 
Superior Duluth 
JAMES A. SHEVLIN St. Paul St. Louis 
Cashier Los Angeles Phoenix 
Seattle Portland 
1246 Field Building Chicago 3 — —— 


Home Office: Newark, N. J. 

















THE JAMES H. BRENNAN AGENCY 
COMPLETE PORTFOLIO SERVICE TO BROKERS 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY OF PHILADELPHIA 


111 W. WASHINGTON STREET CHICAGO 2, ILL. 


Phone RAndolph 6-2813 











EARL M. SCHWEMM AGENCY 


Chicago’s Outstanding Brokerage Center 


for Life Insurance 


The Great West Life Assurance Co. 


135 SO. LA SALLE STREET CHICAGO 3, ILL. 
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CHARLES E. CLEETON 
AGENCY 


a 


OCCIDENTAL LIFE INSURANCE 
COMPANY 


530 West Sixth Street, Los Angeles 14 


HAYS & BRADSTREET 


General Agents 
+ 
NEW ENGLAND MUTUAL LIFE 


INSURANCE COMPANY OF 
BOSTON 


609 S. Grand Ave. Los Angeles 14 








xi 









THE A. C. KRAUEL AGENCY 


A. C. Krauel, General Agent 
+ 
PACIFIC MUTUAL LIFE 


INSURANCE COMPANY 
523 West Sixth Street 


Los Angeles 14 





WM. H. SIEGMUND AGENCY 


Wm. H. Siegmund, General Agent 
E. G. Walls, Assistant General Agent 
+ 


CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


609 South Grand Ave., Los Angeles 14 





EDWIN R. JOOS 
General Agents for Southern California 
Carlos Schuster, Brokerage Mgr. 





MUTUALJLIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 


Telephone: Trini 
510 W. 6th Street os Angeles 14 





q 





N. J. NELSON 
— MANAGER — 
Southern California Department 
+ 
RELIANCE LIFE INSURANCE 
COMPANY OF PITTSBURGH 
York 1144 


6336 Wilshire Blvd. Los Angeles 36 








CARL DEVRIES AND 
ASSOCIATES 


5 
OCCIDENTAL LIFE OF 
CALIFORNIA 


Tucker 2341 
756 S. Spring St. Los Angeles 14 


J. C. SCHAEFER, C.L.U. 
Agency Manager 
GREAT-WEST AGENCY, INC. 
— California General Agents — 
Sd 


GREAT-WEST LIFE ASSURANCE 
COMPANY 


639 South Spring St. Los Angeles 14 
Telephone—Trinity 5658 














CHARLES L. J. FEE 
General Agent 


Ed. V. Linsenbard, Associate Gen. Agt. 
+ 
JOHN HANCOCK MUTUAL LIFE 
INSURANCE COMPANY 


AA forms of life and group coverages 
Suite 420, 530 W. 6th St., Los Angeles 14 


WILMER M. HAMMOND 
General Agent 
+ 


AETNA LIFE INSURANCE 
COMPANY 


10th floor, 810 South Spring Street 
Los Angeles 14 


MELZAR C. JONES 
General Agent 


e 


CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


530 West 6th Street Los Angeles 14 














THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


Mark S. Trueblood, Manager 
Henry E. Belden, Associate Manager 
George Alvord, Brokerage Manager 


Southern California and Arizona 
609 S. Grand Ave. Los Angeles 14 








J. F. HACKMAN 
General Agent 


THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


"Personalized Brokerage Service" 
Telephone Tr. 1127 
510 W. 6th St. Los Angeles 14 








WALTER S. PAYNE AGENCY 


THE PRUDENTIAL INSURANCE 


COMPANY OF AMERICA 
Western Home Office: Los Angeles, Cal. 


TROY ZIGLAR — BILL PEACOCK 
HAROLD E. RUDOLPH — JIM SPRINGER 
Assistant Managers 


210 W. 7th Street Los Angeles 14 
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Stanley J. Neuman 
General Agent 


Sd 


CONTINENTAL ASSURANCE 
COMPANY 
Phone—Trinity 6356 
510 West 6th St. Los Angeles 14 








JACK WHITE, C.L.U. 


Manager 
Jack Boone — Scott Russell 
Tom Kilgore — Albert Jason 
Assistant Managers 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Home Office: Newark, N. J. 
5657 Wilshire Blvd. Los Angeles 36 

Telephone—Webster 3-8211 


THE E. A. ELLIS AGENCY 


E. A. Ellis, General Agent 
Charles M. Ganster, Ass't Gen. Agent 


Sa 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


612 South Shatto Place Los Angeles 


Frederick A. Schnell, C.L.U. 
General Agent 


o 


THE PENN MUTUAL LIFE 
INSURANCE COMPANY 


510 West 6th St. Los Angelés 14 








THE 
NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


+ 


JOHN R. MAGE 
General Agent 
609 South Grand Ave., Los Angeles 14 





Payton, Dunn & Bare 


General Agents 


Sd 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


510 West 6th Street — Los Angeles 14 


Russell L. Hoghe, C.L.U. 
General Agent 


® 


EQUITABLE LIFE INSURANCE 
COMPANY OF IOWA 


510 West 6th St. Los Angeles 14 








Unsurpassed Service to 
Full time associates and brokers 


JOHN W. YATES 
ROBERT L. WOODS 
General Agents for Southern California 


530 W. 6th Street Los Angeles 14 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 





Robert L. Walker 
General Agent 


e 
THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 
510 West Sixth St., Los Angeles, Calif. 


Phone: TR 1127 
“Agency and Brokerage Service” 


FRED A. McMASTER AGENCY 
FRED A. McMASTER, C.L.U., Manager 
The Prudential Insurance Company of 
America 
Western Home Office: Los Angeles 
THEODORE WHTESELL, Brokerage Manager 
JOSEPH KRULL and ED LANE, Assistant Managers 
609 South Grand Ave. Los Angeles 14 
Teleph Madi 6-8796 


Pp 











WALTER J. STOESSEL 
General Agent 


o 
Ralph L. Chambers, Asst. General Agent 
Southern California Agency 
NATIONAL LIFE OF VERMONT 


“IN OUR 100TH YEAR — A BILLION IN FORCE” 
609 S. Grand Avenue Los Angeles 14 











Leisure, Werden & Terry 
Agency 
— “Brokerage Exclusively” — 


OCCIDENTAL LIFE INSURANCE 
COMPANY 


MAdison 6-4161 
609 South Grand Ave., Los Angeles 14 








WALTER G. GASTIL 
Manager Southern California 
CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 
Hartford, Conn. 


Fred W. Pierce, C.L.U. Assistant Mgr. 
Don Withrow, Assistant Mgr. 
Byron D. Williams, Group Mgr. 

R. T. Townsend, Brokerage Mgr. 


609 South Grand Ave., Los Angeles 14 














14 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 16, 1949 


2nd Day 








McKinney Memorandum 
Analyzes SS Proposals 


Following is memorandum prepared 
by Gordon D. McKinney N.A.L.U. act- 
uary, for members of the N.A.L.U. 
social security committee and the board 
of trustees: 

As you know, the committee on ways 
and means has reported its findings on 
social security to the House through 


House resolution 6000. This bill would 
extend OASI coverage to an additional 
11 million individuals, (including full- 
time life insurance agents), modify the 
basis for computing benefits, add a dis- 
ability insurance benefit in case of total 
and permanent disability and substan- 
tially increase the rate of tax. While 


it is recognized that the bill or any 
amendments thereto will not reach the 
Senate until 1950, it seems important 
to summarize the basic changes from 
the present social security act and to 
point out pertinent facts in connection 
with such changes. All comments in 
this connection are my personal opin- 
ions. 

We have summarized H.R. 6000 un- 
der four major headings: extension of 
coverage; increase in benefits; addition 


of disability insurance benefit, and in-~ 


crease in taxes. 








Chart based upon level yearly 
production of $300,000 face 
amount with $10,000 in premi- 
ums between age 35 and age 
65 and then complete retirement. 





YEARLY 
EARNINGS 
= 

Continental 


American 
Career Contract 


Typical 
Agency Contract 


Continental American’s Compensation Plan 


has Real Appeal to Career Type Underwriters 


CHECK THESE POINTS 


y Substantially higher total earnings. 


oy Continuously increasing earnings until retirement. 


¥ Security through pension benefits—guaranteed by contract. Illustra- 
tion assumes no new business after age 65. 


y Group Life Insurance Coverage — without cost to underwriter. 










yo For new inexperienced men, earnings in first 2 years are supplemented 
by a salary under Continental American’s Compensation Plan. 


1. Extension of Coverage: The defi- 
nition of employe under H.R. 6000 is 
expanded to include,—certain self-em- 
ployed, other than farmers; certain em- 
ployes of non- -profit institutions; cer- 
tain domestic servants; federal, state and 
local government employes on certain 
conditions; a miscellaneous group of 
agriculture processing workers; em- 
ployes and self-employed in the Virgin 
Islands; full-time life insurance sales- 
men, etc. 

Our attorney, Jim Hallett, is prepar- 
ing a memorandum reviewing and dis- 
cussing the extension of coverage to 
life insurance agents with the result 
that this will not be enlarged on in this 
memorandum. 


How Benefits Would Rise 


2. Increase in benefits: The important 
changes in the benefit formulae are 
summarized in Appendix A _ attached 
hereto. It will be noted that the benefits 
under the present act, NALU’s most 
recent recommendations and the bene- 
fits proposed by H.R. 6000 are com- 
pared. The summary indicates the fol- 
lowing pertinent facts: 

(a) Eligibility: The eligibility require- 
ments have been adjusted to provide 
for those who will come under the act 
for the first time in 1949. This would 
seem reasonable and good public policy. 

(b) Wage base: H.R. 6000 proposes 
to increase the wage base from $3,000 
to $3,600. While the increase in the 
wage base provides only $5 a month 
extra benefits for those individuals with 
larger incomes, the increase in the wage 
base can be viewed as a political move 
which provides the thin edge of the 
wedge in order to advocate later in- 
creases in the wage base. N.A.L.U 
should oppose this by all means possible. 

(c) Benefit Formula. (Excluding the 
Increment): The benefit formula, ex- 
cluding the increment, has increased the 
benefit above N.A.L.U.’s recommenda- 
tions, This is particularly true in the 
lower wage groups. See the schedule 
shown below. 


Benefit Formula (Without Increment) 





Average NALU 
Monthly Present Recom- HR 
Wag et mendations 6000 
$100.00 $25.00 $36.00 $50.00 
200.00 35.00 51.00 60.00 
250.00 40.00 50 65.00 
300.00 40.00* .50* 70.00 





*Maximum. 

The H.R. 6000 formula gives _ very 
large benefits for those in the low wage 
groups. This would, no doubt, increase 
the cost of the insurance. However, it 
might be argued that the greatest need 
for change in the present OASI pro- 
gram is in the benefits payable to these 
iow wage groups in order to provide 
them with a minimum subsistence level 
of income. If this approach is taken, 
the H.R. 6000 formula would seem to 
accomplish this requirement. N.A.L.U. 
should decide whether it will recom- 
mend the adoption of the H.R. 6000 
formula or whether it will continue to 
argue for its own formula. 

(d) Increment: In spite of the in- 
creased benefit formula, H.R. 6000 re- 
tains the increment feature of the pres- 
ent law, the amount of the increment 
being reduced from 1% to ’%. 
effect of the increment can be very ma- 
terial as is shown below. 


Effect of Increment on Base Amount for 
Average Monthly Wage of $250 


NALU 
Recom- 
Single Present menda- HR 
Person Act tions 6000 
No increment. ..$40.00 $58.00 $65.00 
40 year 
increment - 56.00 58.50 78.00 
Husband and 
Wife 
No increment... 60.00 85.00* 97.50 
40 year 
increment . 84.00 85.00 117.00 
Widow and 
2 Childen : 
No increment... 70.00 85.00* 113.75 
40 year 
increment - 85.00* 85.00* 136.40 
*Maximum. 
This illustrates the insidious nature 


of the increment element. It automatic- 
ally promises increased benefits in the 
(CONTINUED ON PAGE 38) 
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Winston P. Emerick, New England Mutual, Johnstown, Pa., a trustee candidate; 
William P. Daniels, assistant director of the Purdue course; and Daniel P. Cahill, 


director of the course, who one to Mutual 


| Life as sasha of schools Oct. 15. 


What National Quality Award Means it in 
Dollars and Cents to Agents Is Analyzed 


One of the most rapidly developing and 
successful projects in N.A.L.U. has been 
the national quality awards, ry i 
the conservation committee of N.z 
and the L.LAM.: A. committee on pnt 
business. 

The N.Q.A. has resulted not only in 
heightened prestige for winners but has 
meant dollars and cents to them. However, 
just how much this added intome amounted 
was only a guess until Gordon D. Me- 
Kinney, N.A.L.U. actuary, made an 
analysis of this aspect of the N.Q.A. His 
findings were published in the July isue of 
“Life Association News.” Below is given 
his article in almost complete form. 

What were the extra monetary re- 
wards earned by the 7,510 qualifiers for 
NQA in 1948-19? 

Much material has been written on 
the national quality award, emphasizing 
the prestige due our members who 
qualify. Certificates are granted the 
qualifiers, insignia on letterheads per- 
mitted, and members honored by their 
local association. There 1 is no doubt 


Board Chairman 








BODINE 


Ww. 


Mr. Bodine has just been elected board 
chairman of Penn Mutual Life. He will 
continue to supervise investment and bank- 
ing operations. 


Ww. 


that considerable prestige is associated 
with the earning of N.Q.A. 
Prestige is wonderful. No one can 
have too much of it. However, N.Q.A. 
is not limited to mere prestige. It goes 
deeper. It affects the greenbacks you 
like to roll up and the change that 
jingles in your pocket. Truly, persist- 
ency pays. 
While the above are _ hackneyed 
phrases, few of us fully realize their 
truth. To date no analysis has been 
made and published based on the infor- 
mation contained in the applications 
submitted by qualifiers for N.Q.A. This 
article will attempt to make such an 
analysis. 
Who Are N.Q.A. Award Men? 


Although N.Q.A. has been in exist- 
ence for five years, no real analysis of 
these men has been made or published 
to date. As this seemed important, the 
applications for the 1948-1949 awards 
were analyzed as they were received 
at national headquarters. In view of 
delays in filing and approving applica- 
tions, our analysis covers only 7,368 of 
the 7,510 award winners. Who are 
these men who have qualified? Our 
analysis of the award winners gave the 
following distribution by persistency, 
persistency being based on the volume 
of business written rather than the num- 
ber of policyholders. 


Analysis of 1948-49 NQA Qualifiers 
Total Aver. 
Annual Bus. 


Written Last Average 








Per- Two Years Annual 
sistency (900 Pro- 
Percent No. Omitted) duction 
90-91.9 1,328 $ 401,509 $302,402 
92-93.9 1,121 338,792 302,223 
94-95.9 1,277 411,258 322,050 
96-97.9 1,495 516,270 345,331 
98-98.9 822 302,030 367,433 
99-99.9 692 268,478 387,974 

100 633 210,928 333,220 

Total 7,368 $2,449,265 $322,420 


The above represents some startling 
statistics: 

1. The 7,368 men studied, produced 
$2,449,265,000 of business. The 7,510 
men who qualified would produce ap- 
proximately 2% billion dollars of busi- 
ness. The total ordinary business pro- 
duced in 1948 was approximately 15 
billion dollars. The N.Q.A. men, there- 
fore, produced 1/6 or 162/3% of that 
total. When it is realized that these 
7,510 men represent less than 4% of the 
licensed life insurance agents in the 
United States, the above results are 
even more impressive. 

2. Of the 7,368 men studied, 633 or 
8.5% had 100% persistency and 4,919 
or 66.7% had persistency of 94% or bet- 
ter. 
3. The average annual production of 

(CONTINUED ON PAGE 34) 
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The professional approach to life insur- 


ance selling is 


a principle that you, as 


Life Underwriters, endorse. 


A concrete expression of that principle 


is the Prudential’s “Dollar Guide” — 


the 


keystone of modern Prudential training. 


The Dollar Guide is based on the belief 
that each individual knows better than 
anyone else how many insurance dollars 


his family will 
the necessities 


need to guarantee them 
of life. This method of 


approach places the Underwriter in the 


ideal position 


of professional adviser 


right from the start. 


Production records show that the Dollar 
Guide is proving to be a most effective 
life insurance selling tool. 


THE 


e® 
HOME OFFICE, NEWARK, N. J. 





PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


@ mutual life insurance company 
WESTERN HOME OFFICE, LOS ANGELES, CALIF. 
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OSBORNE BETHEA 


General Agent 


+ 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
50 Church Street 
New York City 








THE FRASER AGENCY 


or 
THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


+ 


149 Broadway, N. Y. 6 
1440 Broadway, N. Y. 18 








WALTER J. BRENNAN 


General Agent 


+ 


PROVIDENT MUTUAL LIFE INSUR. 
ANCE COMPANY OF PHILADELPHIA 


Suite 401, Terminal Bldg. MAin 4-1636 
50 Court St. Brooklyn 2, N. Y. 














THE GproghiSen AGENCY 


BERKSHIRE 
LIFE INSURANCE COMPANY 
921 Bergen Avenue 
Jersey City 6, N. J. 


MArket 2-2241 JOurnal Sq. 4-1724 
REctor 2-4540 








THE JULIUS M. EISENDRATH 
AGENCY 


> 


THE GUARDIAN 
LIFE INSURANCE COMPANY 
1800 Empire State Building 
New York 1 
CHickering 4-4400 














A. J. JOHANNSEN and ASSOCIATES . 
NORTHWESTERN MUTUAL LIFE - 


INSURANCE COMPANY 
74 Trinity Place, New York 














Bernard Bergen Agency, Inc. 
General Agent 


+ 


MUTUAL TRUST LIFE INSURANCE CO. 
“NOTHING BETTER IN LIFE INSURANCE” 
185 Montague Street 


Brooklyn 2, N. Y. ULster 5-2966 








HOEY AND ELLISON LIFE 
AGENCY INC. | 


WALTER W. CANNER, President 


EQUITABLE LIFE INSURANCE CO. OF 
IOWA 


118 William St., N. Y. 
129 Church St., New Haven 


BA 7-4800 
8-4114 








a o the National Association of 


me Life Underwriters from New York 


- General Agents and Managers 
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AETNA LIFE INSURANCE 
COMPANY 


O. A. KREBS 
General Agent 


+ 


151 William Street, New York 
REctor 2-7900 











KRUEGER & DAVIDSON 
AGENCY 


+ 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 
386 Fourth Avenue 
New York 


Harry Krueger, C.L.U. Walter S. Davidson 
General Agents 








H. ARTHUR SCHMIDT AGENCY 
+ 


NEW ENGLAND MUTUAL 
217 Broadway 
New York 
WOrth 4-3800 











CARL E. HAAS, C.L.U. 


General Agent 
+ 
CONTINENTAL ASSURANCE CO. 
Brooklyn 2, N. Y. 
TRiangle 5-7362 


“Where business is appreciated” 


32 Court St. 











THE CHARLES B. KNIGHT 
AGENCY, INC. 
General Manager 

+ 


THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
225 Broadway New York, N. Y. 


PAUL S. RANCK, Pres.-Treas. 
CHARLES N. BARTON, V. Pres. 











THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


ARTHUR V. YOUNGMAN 
General Agent 


135 Broadway, New York City 
REctor 2-8666 











greetings 
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Compensation Committee 
Is a Lively Corpse 


Right up to the moment Chairman H. 
Cochran Fisher, Aetna Life, Washing- 
ton, was about to call for adjournment, 
it looked as if the compensation com- 
mittee meeting would amount to little 
more than a routine discussion of the 
printed report. 

But then V. C. White, Northwestern 


Mutual, Cedar Rapids, got up and asked 
if a non-member of the committee could 
make a statement and he was given 
the floor. Mr. White criticized the re- 
port as not meaning much to the aver- 
age agent who wanted to know what 
was being done in his behalf regarding 
compensation and who, he feared, would 


feel after reading the report that “the 
only thing missing from it is an obit- 
uary.” 

Lantz L. Mackey, Home Life of New 
York, Detroit, a committee member 
who has been a most outspoken ad- 
vocate of getting N.A.L.U. to do more 
about agents’ compensation, aroused by 
the word “obituary,” gave a highly elo- 
quent answer to Mr. White and a 
spirited defense of the committee’s 
course in seeking the liberalizing of 
section 213 of the New York law. He 
argued cogently why it was better to 
seek this change and then see if the com- 








M?*% policyowners and beneficiaries are receiving “ Thus, in the case of an interest income agreement, 


the equivalent of a “thirteenth check” from The 
Connecticut Mutual this year. But there’s no mystery 
behind it. Good investment income is the answer. 


Connecticut Mutual is currently paying 3% % inter- 
est on proceeds left with the Company under all of 


its optional settlement agreements. 


agreements are issued on a 2% basis, others on a 
214% basis and still others outstanding carry a 3% 


guaranteed rate. 





check”, 


Some of these 


for example, under which 3% interest is guaranteed, 
the excess interest included in each monthly check 
during the year will be exactly equivalent to a full 
extra income payment — in effect, a “thirteenth 


The Connecticut Mutual pioneered in the field of 
income settlement plans, believing that The Com- 
pany’s function is not only to create estates but also 


to help in their conservation and distribution. 





panies would not respond to the needs 
of their agents after the law would per- 
mit them to do it. 

“Don’t say this is an obituary of the 
compensation committee,” he pleaded, 
recalling that before Mr. McKinney be- 
came the association’s actuary there was 
much uncertainty as to what could be 
done under section 213. 

When research disclosed that section 
213 barred certain things, the next step 
was to seek the amendment of section 
213 barred certain things, the next step 
all over the country” want but can’t get 
until section 213 is changed, could be 
put into effect. 

“We are all,” he said, “searching for 
an answer.” He urged going along with 
Mr. McKinney’s suggestions. 

“The only thing we can do is to see 
what we can do to amend section 213 
and then see what happens, since then 
the companies cannot say that they can- 
not do by reason of section 213, what 
their agents seek. 

“I think that these things can be done 
and will be done in N.A.L.U. and I am 
willing to wait a little while longer, for 
we are so close to removing the obsta- 
cle that stands in the way—section 213” 
he said. 


Impression of Average Agent 


Mr. White made it clear that he didn’t 
say there should be an obituary in the 
report but merely that it would seem 
that way to the average agent reading 


the report. 
Jack D. Garfunkel, Mutual Benefit 
Life, New York, said _ consideration 


should be given to a preface to the re- 
port that would do a selling job among 
the agents generally. 

Grant Taggart, California-Western 
States Life, Cowley, Wyo., expressed 
the hope that Mr. White would go back 
to his association and talk positively 
not negatively, on the compensation 
committee report. 

Also answering Mr. White, Mr. Fisher 
said the chart made by the Detroit asso- 
ciation comparing company compensa- 
tion plans as a study only and not used 
in a collective bargaining way, the at- 
torneys have said, is a type of activity 
that is in the clear. The compensation 
committee was one whose activities 
N.A.L.U.’s Atlanta counsel felt might 
be controversial in the light of the re- 
cent NLRB settlement agreement. Con- 
sequently there was special interest in 
its meeting. 


Reads Significant Section 


Chairman Fisher led off by reading 
the section of the printed report that 
emphasizes that “it is not the function 
of N.A.L.U. or of this committee to 
serve as a bargaining agency for groups 
or individuals with a company or com- 
panies on specific contracts or commis- 
sions. Furthermore, we recognize that 
no single compensation plan embodying 
all the best features of known plans can 
be devised to fit all companies and all 
agents.” 

Mr. McKinney went over the report 
of the subcommittee on section 213. He 
mentioned particularly the need for a 
more understandable and more equitable 
expense limit basis. The present law 
appears to favor branch office companies 
as against general agency companies. 
He believes the law can be simplified 
considerably but warned that it would 
always be technical in language because 
it is technical. Yet it should be possible 
to make it understandable to the field 
force and the public instead of only 
about 50 persons being able to compre- 
hend it, as at present. 


Definite But General 


Mr. McKinney said the subcommit- 
tee, having been in existence only one 
and a half months when it had to make 
its report, could not make specific rec- 
ommendations, though they are definite, 
despite being general. He said doubt- 
less before the N.A.L.U. midyear meet- 
ing, “we will be called on to appear be- 
fore the industry committee” of the New 
York legislature. 

Mr. Fisher pooh-poohed suggestions 
that section 213 cannot be amended. He 
pointed out that many companies 
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“amend” it nearly every year by getting 
permission from the New York de- 
partment to exceed the volume on busi- 
ness written. The subcommittee report 
was unaminously accepted without dis- 
cussion. 

In accepting the report the committee 
also accepted the proposal to be made 
to the national counci] to seek the de- 
sired changes in section 213. The com- 
mittee voted to eliminate section four 
of the report, the points in it having 
been covered by the letter from N.A.- 
L.U.’s Atlanta attorneys referred to 
elsewhere in this issue. 

Mr. Garfunkel said, “We should not 
be unmindful” of the fact that the 
settlement agreement has been posted 
in many agency offices and widely 


read. 


“People will say we have a fine re- 
port but how are we going to imple- 
ment it?” he asked. He wondered what 
could be done so the companies would 
pay heed but without bringing pres- 
sure upon them. He wanted to know 
how the work of the committee should 
be brought to the attention of the mem- 
bership. 

Mr. McKinney said it is not only 
privileged to conduct research but to 
join with other groups for research 
on compensation questions. 

“We are not a collective bargaining 
agency but we can do real research and 
study and we can do it soundly, con- 
structively and fairly,” he said. “The 
best way I know to lave someone think 
what you think is to have him have 
confidence that you are speaking hon- 
estly and fairly.” 








Building Prestige 
for Agents Is Job 
of Manager: Hill 


The three basic factors affecting pres- 
tige are knowledge, personal and busi- 
ness habits, and customer associations, 
J. A. Hill, general agent of Aetna Life 
at Toledo, said in his address on ‘“Prac- 
tical Prestige Planning” at the general 
agents and managers gathering. While 
those factors are an integral part of 
management, Mr. Hill said he does not 
believe that prestige automatically re- 
sults, but rather is something that the 
manager must take a hand in. 

Describing how his agency proceeds 
in building prestige for the agent, he 
said he starts with the new man. An 
engraved announcement of his associa- 
tion with the agency is sent to a sub- 
stantial list and the story is given the 
local paper. When he attends the home 
office school during his first year, this 
also is effectively publicized. 

Within a year, the new man has a 
private office or is no longer with the 
agency. Mr. Hill said his agency no 
longer has a “bull pen.” All full-time 
men have semi-private or private offices 
after the first year, and this has greatly 
strengthened recruiting and has doubled 
the number of office interviews, he de- 
clared. 

The agency maintains modern office 
equipment and has modernized its sur- 
roundings so that the men are proud to 
invite their clients to visit them. 

The public likes to do business with a 
recognized, outstanding, nationally rank- 
ing salesman, and Mr. Hill’s agency has 
placed emphasis on the men who rank 
with the first 200 in production with the 
company. A card reciting the attain- 
ments of the salesmen is mailed by the 
agency to the leaders’ list of 300 or more 
centers of influence after national stand- 
ings are released. He said that this is 
the most practical and best money-mak- 
ing prestige building the agency has 
developed. 


Uses Newspaper Ads, Stories 


Another method Mr. Hill employs 1s 
to publicize in the newspapers the ac- 
complishments of his outside men 
through newspaper advertisements ac- 
companied by publicity releases. These 
have high insurance advertising value 
in small communities. 

The agency publishes two house or- 
gans, one listing the agency activities 
and another, a bulletin concerning the 
“Man-of-the-Month.” 

Contests are conducted throughout the 
year. Mr. Hill said he was told that this 
Was impractical, and admitted it is hard 
work but said it has brought good re- 
sults. None of his contests lasts more 
than two months and he prefers a six 
weeks’ campaign. 

Regular agency meetings are sched- 
uled. On the first three Mondays of the 
month, the Toledo group only attends 
and on the fourth Friday there is a two 
hour session for the entire agency force. 
Mr. Hill said that meetings can be suc- 
cessful if they are planned in advance 
and if the general agent doesn’t do all 


Stotz Tells His 
Formula for 
Agency Success 


Raleigh R. Stotz, general agent of 
Mutual Benefit Life at Grand Rapids, 
speaking at the 
general agents and 
managers session 
on . “Keeping the 
Agency Going” de- 
clared he _ believes 
the manager’s job 
is the most difficult 
job in the entire 
field of life insur- 
ance. It has been 
estimated that 50% 
of the managers are 
not doing a satis- 
factory job and the 
turnover in mana- 
gerial ranks is high. 

The moment a man becomes a gen- 
eral agent or a manager, he is no longer 
free in that he begins to go to work for 
the agent, he said, adding that the type 
of agent he wants is one who can be in- 
spired by the story the manager tells 
him during recruiting, and who then is 
willing to organize himself. “Without an 
inspired agent, organization is of little 
value, and without organization, inspira- 
tion is of little value,’”’ he stated. 

Mr. Stotz said his agency places great 
emphasis upon the importance of the 
wife and rarely accepts a single man. 
The wife is interviewed several times 
during the recruiting process. When- 
ever the agent finds himself in a slump, 
the interview with the supervisor takes 
place in the home. Unless the wife is 
enthusiastic and continues to be so, the 
contract is terminated. 

The day a manager quits recruiting, 
he should turn in his resignation, Mr. 
Stotz advised, since on that day he loses 
the respect of company and his men. 
Nothing is better for the morale of older 
agents than to see new men moving 
steadily into the top ranks. It keeps the 
agency alive and makes it an interesting 
place in which to be. 

The attitude of his agency, Mr. Stotz 
said is never to forget that the agent is 
not working for us. We are working for 
him. 

His philosophy of agency management 
is not to take himself too seriously; 
enjoy doing his job; be sure that each 
associate knows that he is appreciated; 
let each associate knew that he is ex- 
pected to succeed and that the manager 
has an interest in him, and have a reali- 
zation that the job can never be finished. 





R. R. Stotz 








the talking. Mr. Hill endeavors to make 
his meetings different and uses lectures, 
spelldowns, panels, question box and 
model interviews. He attempts to main- 
tain morale at almost a fever pitch. 

He emphasized it is the undeviating 
necessity of the manager to beg, fight, 
borrow and pay for every shred of 
favorable prestige he can get for his 
successful agents. The rewards are in- 
calculable in increased morale, and the 
lessened sales resistance that prestige 
brings. 





















R. EARL DENMAN 


(with the Jos.M. Gantz Agency, Cincinnati, 
Ohio) , Pacific Mutual National Production 
Champion and President of.the Big Tree 
Club for 1949 (and six prior years). 


CHESTER ASHFORD 


(with the C. G. Standeford Agency, Fresno, 
California), second ranking leader of Pacific 
Mutual; Vice President, 1949 Big Tree Club; 
in Life Insurance only since 1947. 


ABRAM L. GELLER 


(with the Jul B. Baumann Agency, Houston, 
Texas), third ranking leader of Pacific 
Mutual; Vice President, 1949 Big Tree Club; 
for 21 years an outstanding field underwriter. 


W. HARLOW EDWARDS 


(with the Thomas H. Wall Agency, Louis- 
ville, Kentucky), fourth ranking leader of 
Pacific Mutual; Vice President, 1949 Big 
Tree Club; in Life Insurance only since 1945. 


CHAS. F. LINDER 


(with the Malcolm White Agency, Oklahoma 
City, Oklahoma), fifth ranking leader of 
Pacific Mutual; Vice President, 1949 Big 
Tree Club, for 32 years an outstanding field 
underwriter. 


ncifie Mutual 


LIFE INSURANCE COMPAN 


HOME OFFICE—LOS ANGELES, CALIFORN 


LIFE + ACCIDENT AND 






| : A Tribute to the member- 


ship of the National Association of Life 
Underwriters—career men and women of 
the Life Insurance profession—and, specifi- 
cally, to some individual members who are 
giving outstanding service to the public 
through the placing of Pacific Mutual 
Planned Personal Security— 


CKNESS + RETIREMENT + 
LAN © A Distinctive Life Insur 


















R. Earl Denman 
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PACIFIC MUTUAL MEMBERS 
OF THE MILLION DOLLAR 
ROUND TABLE 


E. Walter Albachten— 
Qualifying Member 
Robert A. Brown—Life Member 
R. Earl Denman— 
Life and Qualifying Member 
Abram L. Geller — 
Life and Qualifying Member 
C. Porter Hochstadter — 
Qualifying Member 
Eugene I. Rappaport, C. L. U.— 
Life and Qualifying Member 


PACIFIC MUTUAL 
5-YEAR QUALIFIERS— 
NATIONAL QUALITY AWARD 


Paul Burt, C. L. U. 
Abram L. Geller 
Fred L. Hirsch 
Walter C. Kern 
Chas. F. Linder 
M. Oliver Nix 
Victor M. Sieving 
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Local committee chairmen snapped in the Cincinnati headquarters “governor’s suite” of the Gibson hotel: seated, left to right: 
Ray D. Ross, Great-West Life, Cincinnati association president, attendance co-chairman; Mrs. Elsie Doyle, Union Central, women 
underwriters; W. Henry Blohm, Provident Mutual, general chairman; Mrs. R. D. Ross, Jr.. women guests; Guy D. Randolph, New 
England Mutual, entertainment; standing: W. Thomas Craig, Aetna, hospitality; W. A. Sullivan, Metropolitan, attendance co-chair- 
man; Thomas W. Strange, Ohio National, publicity; C. Vivian Anderson, Provident Mutual, hotel reservations; Ray Hodges, National 
of Vermont, finance; Edwin F. Pierle, Provident Mutual, chartered life underwriters; W. J. Mack, Northwestern Mutual, registration; 
George Vinsonhaler, John Hancock, ticket sales. Harry S. Pressler, John Hancock, sergeant-at-arms, could not be present for the 


picture. 








Elder Demonstrates 
‘Phone Technique 


The advantage of using the telephone 
to make appointments for interviews and 
in getting information about prospects 
was explained and demonstrated at the 
seminar session by Andrew J. Elder, 
London Life, Toronto, assisted by How- 
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ard Crofts of his agency, who served as 
the prospect in the demonstrations of 
telephone technique. 

Mr. Elder declared that the telephone 
opens many a door which might other- 
wise be closed. “There was a time when 
I would start out with a pocketful of 
prospect cards, only to find A was out, 
B was busy, C was out of town, D had 
left the company, E was sick, F was un- 
insurable—sometimes very little was 





actually accomplished in spite of much 
apparent activity. Omly by sheer good 
luck was my prospect in, free, willing 
to see me, and interested in my idea.” 

Some may feel that somé good pros- 
pects may be lost by this method, but 
Mr. Elder assured them that appoint- 
ments also will be secured by ’phone 
which would not have been made if they 
had called personally. 

“Have you ever called to see a doctor 


npageesoccee a 


CLARIS ADAMS, President. 
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only to find his waiting room filled with 
patients who do have appointments? 
Does the nurse usher you into see her 
employer immediately or do you wait 
until the last patient has left? By using 
the telephone, you will either get in 
promptly or be enabled to do something 
useful while waiting for the doctor to 
call you.” 

He said use of this method has an 
effect on ratios. “When you use the 
‘phone, it is apparent that almost all 
personal calls are contacts, and more 
than a usual number of these will be 
interviews. In addition, your prospect 
has had an opportunity to check on yoy 
and your work with the reference you 
gave him; and he has had time to have 
his policy contracts, will, and similar 
papers in hand, ready for discussion 
when you arrive. Hence, one visit may 
take the place of two, and your ratio of 
sales to interviews and contacts be stil] 
further improved. 

“Remember that worthwhile prospects 
are busy prospects. Even if you find a 
man in, how can you be sure he is not 
particularly busy, with someone from 
out of town, with his partner, with an 
angry customer? The telephone enables 
him to speak to you only if he is free, or 
to call you back when he is able to give 
you his undivided attention. Such a man 
appreciates the fact that you telephoned 
= ask for an appointment convenient to 
im.” 

He took up also the agent’s relation 
to the switchboard girl, or the prospect’s 





Howard Crofts 


Andrew J. Elder 


secretary. “Here is a girl who is paid to 
keep salesmen away from her employer 
—and frequently she’s an expert at do- 
ing so. Do you enjoy calling to see Mr. 
Johnston only to be turned away by the 
switchboard operator? How much bet- 
ter it is to make the first call by tele- 
phone, and then you come to the secre- 
tary as a friend of Mr. Johnston with an 
appointment; and she will assist you on 
future calls. instead of hindering you.” 


Example of Demonstration 


A typical demonstration went like this: 


Agent (Dial) ... Mr. Henry, please... 
Yes, please tell Mr. Henry it is Andrew 
Elder of the London Life Insurance Com- 
pany... thank you. 
Prospect—Hello. 

A. Mr. George Henry? 


P. Yes. 

A. This is Andrew Elder of the Lon- 
don Life Insurance Company. Mr. Henry, 
a mortgage has been defined as “a house 
with a guilty conscience.” Would you 
mind telling me if your house has a 
guilty conscience? 

P. Not at all—it most certainly has! 

A. In that case, I should like to make 
an appointment at your convenience. If 
you live, Mr. Henry, you will repay the 
mortgage. We have a plan that will 
guarantee this repayment if you should 
not live until that time. You would be 
interested in that, wouldn’t you? 

P. Yes, I might—if it didn’t cost too 
much. 

A. The cost will be surprisingly small 
but the details would have to be worked 
out for your particular case, Mr. Henry. 
I shall be out your way next Tuesday— 
I could see you about 10:30 in the morn- 
ing or about 2:15 in the afternoon. Which 
would be better for you? 

P. I think the morning would be bet- 
ter for me—did you say 10:30? 

A. Yes, thank you. I am looking for- 
mare to meeting you personally. Good- 

ye. 

Others dealt with programming and 
estate problems and in one case the 
prospect already had had a program set 
up by a man whom Mr. Elder regarded 
as entirely competent, but in that case 
he secured the name of another man in 
the prospect’s office who needed similar 
service. He made appointments or se- 
cured prospects in each of these cases. 
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Hays’ Agents Put in 375 Hours in Office 
Clinic, 250 in Field Training in lst Year 


The greatest weakness of the entire 
agency process lies in the area of initial 
training — the lar- 
gest incidence of 
tailure occurs in 
that period between 
induction of the 
new man and his 
emergence as 
a. Self - sustaining, 
experienced agent; 
furthermore, t he 
basic cause of 
trouble is a miscon- 
ception of what 
constitutes initial 
or basic training, 
said Eugene 
Hays, New Eng- 
land Mutual, Boston, at the general 
agents’ and managers’ session. | 

There seems to be a confusion as to 





W. Eugene Hays 


"the definition of “training,” he said. It 


has been traditional to believe that a 
new agent has received training when 
he has been taught the construction of 
life insurance contracts, use of the rate 
book, prospecting human needs, and 
how life insurance covers those needs. 
When the new man has been taught all 
those things, he is supposed to be 
“trained.” “And we wonder why he 
cannot immediately convert his newly- 
acquired knowledge into a_ sufficient 
number of sales to establish himself as 
a successful life insurance salesman,” 
said Mr. Hays. 


Lacks Sufficient Skill 


“The fact remains that he hasn’t 
learned to interpret his knowledge and 
to demonstrate the uses of life insur- 
ance to cover his prospects’ needs with 
sufficient skill to result in sales. This 


important step in his training is usually 
missing or, if covered at all, it is han- 
dled during the training course as a 
sales demonstration which he sees and 
hears and is supposed to convert to his 
own use without further practice.” 

Mr. Hays said the foundation under- 
lying a successful training program is 
the realization that’ an agent has not 
received adequate initial training until 
he has made a skillful sales presentation 
for a sufficient number of times to ac- 
quire a set of habits. The new agent, 
from his first day in training, begins to 
acquire habits which stay with him as 
long as he is in the business. These hab- 
its, if they are good habits, form the 
basis of his success. If they are bad 
habits, they handican his entire career 
and are often the cause of his failure. 


Lists Essential Habits 


Some of the habits that Mr. Hays be- 
lieves a new man must establish are 
these: 

1. Proper appraisal of every prospect’s 
needs and an adequate solution. in terms 
of life insurance. Mr. Hays’ men are 
taught in their first training week to 
size up a prospect according to his situ- 
ation, problem, and solution. They are 
told that, unless their prospect has a 
problem that they can make him under- 
stand, and unless life insurance pro- 
vides a solution to that problem that 
they also can make him understand and 
appreciate, then and only then do they 
deserve to have a sale. 

The problem may be a universal one, 
such as retirement, or a problem pe- 
culiar to the individual, such as mort- 
gage protection or education. What- 
ever it is, the agent must get in the 
habit of appraising the situation in order 


to find the problem. Then he must pro- 
duce an adequate solution. This mental 
process, established early, is automati- 
cally a part of his thinking when he 
graduates into business insurance, es- 
tate analysis, etc. 

2. The habit of following a_ well- 
defined sales track that is designed to 
get the agent in front of the prospect 
on the most favorable basis; get an im- 
mediate agreement on the prospect’s 
situation; point out the prospect’s prob- 
lem clearly and succinctly; demonstrate 
an adequate solution briefly and in 
terms the prospect will understand; and 
close the sale skillfully. 

It is too much to expect that a new 
agent will take a mass of life insurance 
information and, of his own accord, 
transfer it into a skillful presentation 
of ideas which will cause his prospect 
to act favorably. Even when shown 
how an interview should be conducted 
he is a long way from being trained to 
do it well himself. A man learns by do- 
ing, not by seeing, not by hearing, but 
by doing the job himself. If he does 
a job well, often enough, he creates a 
habit that leads to success; if he does it 
wrong, often enough, it will lead to 
failure. 

The Hays agency builds its training 
plan around sales clinics in which the 
agent is taught to conduct a sales inter- 
view on a_ well-defined sales track. 
After he has drilled until he has devel- 
oped skill in the clinic, he is ready to 
interview in the field. In front of a 
real prospect the agent performs under 
tne observation of the trainer, who does 
not participate in the interview. 

The field trainer is along for these 
purposes only—to brief the agent be- 
fore he sees his prospect on what the 
situation is; what the problem is, as well 
as it can be defined before the inter- 
view; and how the solution will be de- 
veloped; to observe the interview—how 
well the new agent follows the sales 


21 
track — to review the interview with 
the agent after it is over. (Here is 


where the new agent gets his most val- 
uable training. He often does not 
realize his own faults until they are 
pointed out in the “post mortem” fe- 
view of the interview. 


Lets Agent Flounder 


The field trainer is not supposed to 
take over the interview if the new agent 
is floundering. He steps in only if the 
interview happens to uncover a situa- 
tion that is beyond the experience of 
the new man. 

This type of clinic and field training 
is definitely not a short-cut; in fact, it 
takes, perhaps, three times as many 
hours of work as the traditional class- 
room teaching. Sessions run from 9:30 
to 12 for three days a week throughout 
the agent’s first year. In addition, he 
will have at least five hours of field 
training every week throughout his 
first year. This adds up to 375 hours of 
office clinic and 250 hours of field train- 
ing in the agent’s first year in the busi- 
ness. 

In his second year, the agent is cut 
down to one 2%-hour clinic session each 
week, with an occasional day in the 
field with his training supervisor. 

The Hays agency’s first-year training 
and housing costs run $2,100 per agent. 
With this expenditure of time and 
money the agency is forced to be super- 
careful in its selection. Turnover is 
costly and consequently the agency has 
had very few failures; in fact, only two 
first-year men have left in the last three 
years. 


Training Done in Teams 


Another result of this training process 
is to train in teams of three to four men 
at one time. Mr. Hays handles most of 
his own training clinics, which he feels 
are the managers’ responsibility, and he 

(CONTINUED ON PAGE 28) 

















When Good Fellows Get Together... 


ALL STAR CONVENTION — The top 25% of B.M.A. salesmen and their wives 
will enjoy beautiful Banff Springs during September this year. 


Here, today's best sales opportunities will be discussed, such as the 


exclusive B.M.A. All Ways plan and other special B.M.A. services that are 


designed to provide complete personal protection. 
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WeIsemoet CIM? 


in 1949 


Things were different 
in 1888... 


When the average family man owned a 
five hundred dollar life insurance policy. 


EN’S Chinchilla Overcoats were re- 
M duced to $5.00, cigarettes were 5c a 

pack, and $1.00 (guaranteed) would 
cure rheumatism. The average family man 
could go to the theater for 15c . . . togged 
out in his new 50c shirt. He earned—and 
was content with—several hundred dollars 
a year. 


Today, the average family man earns 
many times as much as his grandfather did. 





And, obviously, grandfather’s $500 in- 
surance coverage isn’t nearly enough pro- 
tection for the modern family. Today’s 
standard of living makes adequate in- 
surance protection a necessity for every man. 
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During the period covering six decades of America’s 


growth and expansion, the Western and Southern has kept 
pace with the ever-increasing needs of its people. 

Sixty years ago it aided grandfather and his family 
through the benefits of life insurance protection —-- 
Today it stands guard over more than four million poli- 
cies owned by his children and his children’s children— 
providing them with a safe and sound security against 


future uncertainties. 





Through the years the Western and Southern has gained 
in prestige and public confidence—today, with more than 
two billion dollars of life insurance in force, it 


takes its place among the great services of our time. 


FAN LIFE INSURANCE COMPANY 


ual Company 





CINCINNATI, OHIO 
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Alden Smith Creates 


System That Makes 


Him Operate Steadily and Efficiently 





Confessing himself to be a bit lazy, 
slow moving, low on blood pressure 
and basal metabo- 
lism, and lacking 
“that boundless en- 
ergy that so many 
people seem to 
have,” Alden H. 
Smith, Northwest- 
ern Mutual, Nash- 
ville, speaking on 
the Million Dollar 
Round Table hour 
of the final general 
session, said that 
early in his career 
as an agent he saw 
it was vital for him 
to develop a sys- 
tem that would work him. 

Mr. Smith summarized his system, 
which he described with a wealth of 
specific detail, as being accurate and 
up to date prospect files; religiously 
kept desk calendar; daily record of 
calls and interviews; highly developed 
system of programming and audit work; 
systematic mailings; good secretarial 
help; and specialization in the field he 
most enjoys, which is programming. 

Telling about his prospect files, Mr. 
Smith said he thas an alphabetical file 
of “paper cards.” These paper cards 
are merely copies of regular prospect 
cards. Whenever he calls on a new 
prospect he uses one of these cards 
to get the basic information—name, 
date of birth, address, telephone num- 
ber, dates of birth of wife and children, 
personal insurance, etc. 

This card is then brought back into 
the office and given to his secretary, 
who makes from it a regular prospect 





Alden H. Smith 


card for the prospect, one for his wife, 
and one for each child, at the same time 
making age change cards for each. 

There is a paper card for each fam- 
ily head. Whenever Mr. Smith goes to 
see a prospect, he carries this paper 
card with him. In fact, this is his 
method of routing calls. 


Permanent File Stays in Office 


Besides the paper cards there is an 
alphabetical file of regular prospect 
cards having the same information as 
on the paper card. These cards never 
leave the office. They are permanent 
record cards. There is also an age- 
change file filed by months, which has 
the prospect’s name in the left-hand 
corner, the date his rate changes in the 
right-hand corner, and his date of birth 
in the lower left-hand corner. Mr. Smith 
goes through these a few days before 
the end of the month and pulls the age 
changes to contact during the month, 
transferring these names to his desk 
calendar. 

Mr. Smith keeps his out-of-town 
prospects in a separate section. He has 
a section for special groups of pros- 
pects, for instance, a prospect card for 
each policyholder in a pension trust. 

Mr. Smith is continually in the 
process of weeding out of his active 
file prospects whom he thinks he will 
never sell and who will be of no value 
as centers of influence or in any other 
way. He does not throw these cards 
away but merely marks “dead” on them 
and transfers them into his dead file. 
He has been surprised to find that quite 
a few of these cards have become active 
again after several years. For instance, 
a prospect may move out of Nashville 


temporarily and later move back to 
Nashville. 

Another section to Mr. Smith’s file 
is the “deceased” file. There are 148 
cards in the deceased file of people who 
are actually deceased, practically every 
one of whom was insurable at the time 
Mr. Smith called on him. Of these 
only 21 were policyholders. He has 
never used this file on a prospect, “but 
if I ever get around to putting on some 
pressure on someone some day I think 
I will just let him thumb through the 
file and see if it will not convince him 
that he, too, might some time be there.” 

There is an alphabetical file of policy- 
holders, permanent record cards from 
which the renewals are checked each 
month. Every month his secretary goes 
through the files, picks out the renewals 
that are due that month, checks them 
off as they are paid. 


Uses “Desk Organizer” 


On top of his desk Mr. Smith has 
what he calls a flat desk file, sometimes 
called a “desk organizer.” There are 
six sections in this. The first one is just 
labeled “To File.” If he has a letter or 
anything else to be filed, he puts it in 
the top of this section and his secretary 
will pick it up when he is out of the 
office. Next is “Quota Information and 
Production Records.” In this section 
are production records back to 1928, by 
months. Also listed by the month is 
each case sold this year, right up to the 
present. 

Mr. Smith has from the very first set 
a quota for himself, and kept a record 
showing quota for the month and the 
amount actually produced for the 
month, including the excess-over or the 
deficit under that quota. He believes 
this has been a fine thing for him 
throughout the years so that he would 
know every month exactly how he 
stands in relation to his quota. 


Also in this same section of the desk, 


organizer is a complete list of all term 


policies, on which are shown date and 
type of policy and when converted, 
About twice each year Mr. Smith checks 
through this list and transfers names to 
his desk calendar of prospects whose 
term should be converted at a certain 
time. This calls the conversion to his 
attention at the proper time and, there- 
by, makes him go out and complete the 
transaction. 

“Thus, my system is working me,” he 
pointed out. 


Section for Extra-curricular Activities’ 

Mr. Smith has another section which 
he devotes to Community Chest or 
whatever extra-curricular activities he 
is most interested in at some particular 
moment. 

One section of the desk is reserved 
for personal letters, etc., and another 
for certain forms he is likely to need at 
his fingertips. He particularly recom- 
mended the flat files. “They area very 
handy way of having many things on 
your desk without having your desk 
badly cluttered up,” he said. 

Mr. Smith’s desk calendar is merely 
a desk pad five by eight inches. It is 
the focal point around which his whole 
system revolves. He has no “one to 31” 
files as a good many agents have, where 
they put cards in to be called on on 
certain days of the month but if a man 
tells him to come back in a week, he 
merely turns to his desk calendar and 
puts down “John Jones” a week from 
that day. 


FOLLOWS THROUGH 


When Mr. Smith gets through his 
age-change file right before the begin- 
ning of the month, he gets these cards 
out, goes through them, and puts them 
on his desk calendar. Thus, names to 
be seen are coming from various sources 
to go on to this calendar. Consequently, 
whenever he turns his calendar over on 
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any day, there are several names already 
on there for him to see that particular 


7. system is that he goes ahead and 
pulls out the paper cards on these peo- 
ple, puts them in his little leather cover, 
organizes them in the way that he 
wants to organize them and then gets 
out to see them. Perhaps they are on 
there just for telephone calls, in which 
case he goes ahead and makes the tele- 
phone calls, makes any notation that he 
wants to on their paper card, perhaps 
files it back, or if he calls him on the 
telephone and he states that he is not 
ready but try him again in a week, then 
Mr. Smith just puts that paper card 
back in and carries his name forward 
for a week on the calendar. 

Many days there are more names on 
that calendar than he actually gets to 
see. He has a definite rule about that. 
He never tears off a page of his cal- 
endar until he has seen every one of 
those people or else has carried forward 
that name to some other date. Some- 
times he goes several days and just 
turns the pages over if he hasn’t com- 
pleted that page, and then he goes down 
to the office, usually on Monday night 
and gets caught up. 

He goes back over the calendar and 
sees what he didn’t do the past week 
that he should have done, and then car- 
ries forward those names to the days 
that he thinks are best to see those 
people in the coming week. This forces 
him to get things done, and his system 
“has to be something that will make 
me work and get things done.” 


Drawer Filled with Policies 


One desk drawer is usually almost 
filled with batches of policies currently 
being worked on. He has in the same 
drawer an “idea file” for clippings or 
particular articles. 

Mr. Smith has in his desk his pros- 
pect inventory folder with the name of 
the person and the amount there is rea- 
sonably hope of selling him in. any 
month. 

In the center drawer of his desk Mr 
Smith keeps his daily record of calls 
and interviews. This he has been keep- 
ing more or less religiously since he 
started in the business in 1928, and an 
occasional review of these records has 
often put him back on the right track. 

Mr. Smith keeps a “policyholders’ 
scrapbook.” The client feels compli- 
mented when shown this scrapbook and 
he sees a picture of his wife, or his boys, 
or maybe one of himself when he got a 
new job. There is a little indirect sell- 
ing involved, because when a prospect 
looks through the scrapbook he sees 
what other clients Mr. Smith has and 
the type of people with whom he is do- 
ing business. 


Uses Dictating Machine 


Mr. Smith said his dictating machine 
has been worth its weight in gold. He 
uses it primarily to dictate notes after 
an interview. When he gets back to 
the office he dictates a note on the man, 
telling everything that happened in the 
interview. This goes into his file. When 
Mr. Smith is ready to call on him next 
time, he merely pulls out his file and 
brings himself up-to-date. 

“You'd be surprised how much you 
can forget about what happened in an 
interview when you are seeing a lot of 
people after you wait about six months 
or a year to go back to see him,” he 
said. “If you are not careful, you will 
have to start all over, while if you re- 
view this file before you go, you can 
bring him up to date quickly as well as 
bring yourself up to date.” 


Keeps Tab on Audits 


To keep a record of his program- 
ming, Mr. Smith has his secretary indi- 
cate on 3 by 5 cards the date an audit 
book was delivered and any time later 
that it was serviced. He divides audit 
book holders into those he wants to 
service nearly every year, those for 
whom every two or three years will suf- 
fice, and the “inactive” group that he 
as performed service for but doesn’t 
expect to sell again. 


XUM 





Frank Mozley, Beneficial Life, Salt Lake City; Mrs. Gladys Brockus, California-Western States Life, Corpus Christi, -Tex.; and 


Jack Oltorf, Republic National, San Angelo, lined up at the registration desk. 
“Three eu Telseeen Standard home office agency as they arrived from Greensboro, N. C.; Frank Andrews, manager; W. H. 


Andrews, past president of N.A.L.U., and Howard E. Carr. 








Another record Mr. Smith’s secretary 
keeps is a continuous inventory of au- 
dits in the office for service or any other 
reason. ~ 

Mr. Smith now has a list of some 
1,200 names, to each of which he sends 
a company blotter and a reprint of a 
company advertisement about 10 times 
a year. He also sends a tax letter toa 
list of about 350 lawyers and such pros- 
pects and clients as would be interested. 
Starting with his wife’s personal tele- 
phone directory, Mr.. Smith began some 
years ago circularizing women pros- 
pects. The list has grown to about 650. 

In addition to regular mailings Mr. 
Smith sends out birthday cards. The 
process of checking addresses and weed- 
ing out dead wood is thus automatic- 
ally taken care of once a year. 


Stresses Value of Secretary 


Mr. Smith particularly stressed the 
value of good secretarial help, saying 
that he first employed a secretary on # 
part-time basis, when he was producing 
$150,000 a year. His secretary is an im- 
portant factor in making his system 
work him. She saves him many hours 
that he can spend working, playing golf, 
or just loafing. 

“Too many agents are unwilling to 
reinvest money in their own businesses,” 
said Mr. Smith. “Our percentage of 
business expenses to total income is 
probably lower than any _ successful 
lawyer’s or successful doctor’s that we 
know. Last year my total business ex- 
penses were 15.8% of my gross com- 
os and I don’t think that was 

igh.” 

Mr. Smith likes to do programming. 
Consequently, when he thas a pension 
trust or some other specialized type of 
case, he calls in an expert in that field. 
He believes no agent can afford to 
handle pension trusts in any other man- 
ner unless he intends to specialize in 
this line and give up to a great extent 
his personal business. 





Gantz Host on River Trip 


J. M. Gantz, Cincinnati general agent 
of Pacific Mutual, was host to his com- 
pany’s large delegation on an Ohio river 
chartered boat trip. C. P. Hochstadter 
of the Gantz agency is currently presi- 
dent of the company’s top production 
club, the Big Tree club, for the third 
time. Mr. Hochstadter has not produced 
less than $500,000 annually for the past 
15 years. Other service anniversaries 
were those of David M. and Harry S. 
Gantz, associate general agents, Mr. 
Gantz’s brothers, 20 years, and Miss 
Loretta Phoben, assistant cashier, and 
Miss Marie Rentz, new business, 25 
years. 


Find Standing Room Only 


The baseball game Sunday in which 
the Cardinals beat the Cincinnati Reds 
in a double-header drew a heavy at- 
tendance of convention-goers. Those 
who decided to go at the last minute and 
failed to provide themselves with tickets 
in advance found there was standing 
room only when they got to the ball 
park. 











OHIO’S HEARTIEST GREETINGS TO NALU 


from your friends with 


THE MIDLAND MUTUAL LIFE INSURANCE CO. 


Domiciled in the heart of Ohio's Capital 
City, the Midland Mutual Life is exultantly 
proud of its forty-three years of substan- 
tial accomplishment. Approaching the 
$200 million mark of insurance in force, 
it is ever mindful of and appreciatively 
acknowledges the magnificent contribu- 
tion of its loyal and efficient agency per- 
sonnel toward this achievement. 


Our Field Forces rolled up a 27.2% gain 
in written business and a 13.7% gain in 
paid for in the first seven months of this 
year. 


the 
MIDDAND MUTUAL LIFE 


INSURANCE COMPANY 


250 EAST BROAD STREET » COLUMBUS 16, OHIO 
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FE] AGENCIES LOCATED IN 
LE |STREET BUILDING 


NCE | CENTER OF CHICAGO 


ONE LA SALLE STREET BUILDING is the one estab- 


| lished Life Insurance Center of Chicago. Thirty of the THERE’S A REASON ... 


why more and more brokers and surplus writers are giving busi- 
ness to the Chicago-Jordan Agency. They say that they find here — 


‘ ° : lly i ° d iI field assistance — prompt service — sound advice — business-get- 
offices in this ar chitectura y impressive and centrally ting ideas — and courtesy always — to both the agent and his client. 





























| foremost life insurance firms and agencies maintain 


located building at La Salle and Madison Streets. EARL C JORDAN 


a General Agent 
The General Agents and Managers with offices at WM. J. NELSON, JR., Ass’t General Agent 


One La Salle Street whose names appear here have MASSACHUSETTS MUTUAL 
lled facilities for handli Il life i e 
POLIS unequalled facilities for handling all life insuranc LIFE INSURANCE Co. 


business. Brokers will find prompt and unusual service One North La Salle St. © Chicago © RAndolph 6-0060 

















on brokerage business at these offices. Men who de- 





sire to become Life Underwriters and connect with well 


SE established organizations that will give helpful aid THE HUNKEN AG ENCY 


§_ will find exceptional opportunities available to them 


4 in the life insurance organizations located in the HENRY C. HUNKEN 





\ One La Salle Building. GENERAL AGENT 
: GEORGE HUTH 
The most progressive and modern producing organi- ASSOCIATE GENERAL AGENT 
zations, offering the finest service on life insurance to The CONNECTICUT MUTU AL LIFE 
. be found anywhere in the country, maintain offices INSURANCE COMPANY 
in the One La Salle Building, the life insurance center Femapnenes Cleat 6Ome | 
One North La Salle Street Chicago 
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of Chicago. 
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FREEMAN J. WOOD STUMES & LOEB 


GENERAL AGENT GENERAL AGENTS 


LINCOLN NATIONAL LIFE INSURANCE CO. The Penn Mutual Life Insurance Co 
ONE NORTH 


18th FLOOR Telephone: CEntral 6-1393 LA SALLE, ST. Suite 1525 
ONE LA SALLE STREET BUILDING, CHICAGO, ILL. 
Telephone: RAndolph 6-0560 } 





AN AGENCY WELL EQUIPPED TO An Agency Especially Equipped to Educate 


HANDLE BROKERAGE BUSINESS and Develop Steady Producers 
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Scheid Gives Ideas 
That Help Close 


At the sales seminar Thursday after- 
noon, C, G. Scheid, New York Life, 
Cleveland, gave a 
number of ideas 
that he has used to 
help close. 

Of those who 
would postpone the 
purchase of insur- 
ance today, he asks 
this simple ques- 
tion, “Just what do 
you gain by wait- 
ing?” (Wait for the 
answer.) 

Trying again for 
a close, he asks the 
prospect which is 
his choice: 1) “Do 
you want to pay more?” 2) “Do you 
want to get less of the same plan?” 3) 
“Do you want to take a cheaper policy?” 
(Again wait for his answer.) 

Another suggestion was to take a 
piece of paper, draw a line through the 
middle of the sheet, on the agents side 
write the advantages of acting now—on 
his side let him write the disadvantages 
of buying now, each one numbering his 
points. “When you have completed your 
points, weigh them—this will help him 
to come to a conclusion—a conclusion in 
your favor, and consequently, his too, 
for the years ahead.” 


Where Would They Choose to Live 


Again—Mr. Scheid asks them where 
they would choose to live if Congress 
were to pass a law requiring men be- 
tween the ages of 20 and 45 to pay a 
dollar a day more to live in the United 
States. Almost everyone would choose 
the United States for his home in spite 
of its costing him $365 more a year. 
Since Congress is not going to pass the 
law, he can take that money and buy 


Ve mM 





Cc. G. Scheid 


any one of 50 different plans he may 
need for his future. Then, when he gets 
beyond his 50s, he will be able to get 
more fun out of living in the United 
States because he has saved that dollar 
a day and put it into your plan. 

In replying to the young man who 
wants to talk it over with someone else, 
Mr. Scheid reminds him, kindly but 
firmly, that the earlier in life that he 
starts making his own decisions, the 
sooner he’ll be making the decisions for 
others. That is when he will start draw- 
ing the leader’s pay rather than the fol- 
lower’s pay. “Ask him which he prefers. 
(Wait for his answer.) He knows that 
you never put yourself in a position to 
make big decisions for others unless 
you first make your own decisions.” 

There are those who say that we can- 
not see very far ahead. “Ask them if 
they have ever driven through a fog. 
(Most everyone has had such an experi- 
ence.) Ask them how they got through 
it. Didn’t they drive as far as they could 
see and when they had gone that far, 
couldn’t they see further. Well, the same 
is true in life. We go as far as we can 
see and when we have gone that far we 
can see a little further . . pay one 
premium at a time; let next year take 
care of itsseli—when next year comes.” 





Attend 90th Anniversary 


Philip B. Hobbs, Chicago, past presi- 
dent of N.A.L.U., and Robert R. Reno, 
Chicago, chairman of the Illinois law 
and legislative committee, were on hand 
for the early part of the convention and 
left Wednesday evening for Atlantic 
City to attend the 90th anniversary cele- 
bration of Equitable Society. 





J. R. Townsend, Sr., Equitable of 
Iowa, Indianapolis, N.A.L.U. trustee 
candidate, arrived at the convention just 
after attending the Indiana district con- 
vention of Kiwanis, which was held on 
a lake steamer from Michigan City to 
Mackinac Island and return. 


Hays Recounts 
Training Methods 


(CONTINUED FROM PAGE 21) 


believes that his time is justified only 
if he trains a three or four-man team. 

3. The habit of prospecting early and 
often. 

The agency has developed a “center 
of influence” interview which is really 
a demonstration of its services. This is 
the first interview the new agent uses 
in the field. The agency helps him select 
a group of people to whom he is well- 
known and from whom he is certain to 
get a sympathetic audience. He demon- 
Strates his service to them to get their 
comments on the type of service he has 
been trained to give and any criticism 
they wish to make about the interview 
and to obtain the names of prospects 
for whom the service would have value. 
These interviews do much to create 
prospecting habits long before the 
agent’s well of prospects runs dry. 

4. Satisfactory work habits. 

The agency’s minimum work week in- 
cludes 30 “seen” calls, 20 sales inter- 
views (complete sales track), and 10 
new “qualified” prospects. 

“Not only do we insist that the new 
agent fulfill his minimum requirements 
but our compensation plan pays off on 
field activity in such a way that his pay 
check at the end of the week is inade- 
quate unless he puts in a full work 
week,” said Mr. Hays. 

At the end of a year on this program, 
the new agent not only has established 
certain habits but begins to appreciate 
the reasons why his calls, interviews, 
and new prospect activities must be 
maintained if he is to be permanently 
successful. 

5. Habit of consistently successful ac- 
complishment. 

This elusive quality, “the success atti- 
tude,” is one of the most vital founda- 
tion stones to any initial training pro- 
gram. “We strive for successful sales 


experience just as early in the ‘trainihg 
period as possible,” said Mr. Hays, 
“Only one of our new agents, so far, hag 
failed to have some paid-for business to 
his credit in his first contract month, 
There is great value in consistent pro- 
duction during the early months. We 
place emphasis on consecutive weekly 
production, with a special award given 
for every man who submits at least one 
application each week for 16 weeks some 
time during his first year.” 





DePau Happy, Prosperous 


Robert DePau, southern Florida man- 
ager for Prudential, was on hand, look- 
ing prosperous and happy in a sun tan 
and an informal costume. Mr. DePay 
has reason to look contented. Since he 
took over as manager at Miami, he has 
opened 21 new debits. His business, 
both industrial and ordinary, has shown 
a decided increase this year over last, 
He has increased his force to the point 
where he has 61 agents and 12 assistant 
managers. He has opened new branches 
in Miami Beach and Fort Lauderdale, 

Mr. DePau was until a little more 
than a year ago Prudential manager at 
Chicago. At the close of the Cincinnati 
meeting, he is going to head for his old 
haunts and renew auld acquaintance, 

There is certainly no hint in Mr. De- 
Pau’s manner that he misses Chicago, 
In fact he has become a real Miami area 
booster. One of his comments is that 
the population of the greater Miami 
area has been doubled since the war 
from 200,000 to more than 400,000 and 
Mr. DePau attributes much of this gain 
to the fact that many servicemen were 
trained or stationed in the locality dur- 
ing the war. They liked it so well they’ve 
gone back. As a matter of fact, Mr. 
DePau’s son, now 26, was stationed in 
Miami Beach during the war. He was 
instrumental in getting his father down 
to the land of the sun. The young Mr. 
DePau was on a debit for a time and is 
now in his junior year at the University 
of Miami. 














Manager's Office, Los Angeles 


The Company is expanding its activities on the West Coast, and has 
opened modern offices, and established the following general agencies: 


JULIUS A. BERTRAND, General Agent, San Francisco 

D. G. HOLSTON, General Agent, Fresno 

HARRY R. PINNEY, C.L.U., General Agent, Oakland 
GEORGE J. GRIM, General Agent, San Diego 

FRANK L. SHOWACY, General Agent, Portland, Oregon 
J. H. BECK, General Agent, Everett, Washington 

Los Angeles Agency, Los Angeles, Calif. 


We’re—Building in the West | 


Let’s Get Acquainted 


We welcome cordial and friendly relationships with those in the 


Insurance Fraternity. 


THE BANKERS LIFE INSURANCE COMPANY OF NEBRASKA 
is now in its 62nd year of service to policyholders and agents— 


"A GENERAL AGENCY COMPANY" 





General Office, Portland 





25 Taylor Street 





M. V. “PAT” LONERGAN, West Coast Manager 


Bankers Life Insurance Company of Nebraska 


San Francisco 
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2nd Day ————= 
“Profitspecting” 
Is Described by 
Leonard Morgan 


“Profitspecting” was defined by 
Leonard H. Morgan, Provident Mutual, 
York, Pa. as “the 
act of looking for- 
ward to valuable 
results.” 

He spoke in the 
national sales sem- 
inar panel on keep- 
ing up mental atti- 
tude. 

“In our files, you 
and I have several 
hundred names of 
people we call 
prospects,” said 
Mr. Morgan. “They 
are our inventory 





L. H. Morgan 


—our stock in 
trade. How much is it costing you to 
carry those cards in your file? Every 
time a merchant puts an item of mer- 
chandise on his shelf he knows that a 
certain amount of his total overhead 
is charged against that item. Since 
names are our stock in trade, we should 
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be equally careful about our inventory. 

“Next time you go to your prospect 
file pick a card at random, for example, 
John Jones, referred lead from Joe 
Smith. Can you look forward to John 
Jones with the prospect of valuable re- 
sults? If you can, then he’s a profit- 
spect. Maybe you've been sending him 
blotters monthly, maybe a birthday card. 
If you can’t see valuable results in the 
reasonable future, throw his card away. 
He’s costing you money and don’t for- 
get that as long as you continue to 
cultivate him, he’s turning down other 
life insurance men by using you as an 
excuse. Carrying his name is not profit- 
able for you or your company—and if 
John Jones dies, his family can’t eat 
blotters. So our relationship is not 
profitable to him. 

“Next time you add a name to your 
file, ask yourself this question, ‘Is he 
a profitspect? Can I look forward to 
valuable results?’ Maybe you'll cut 
down your inventory drastically, but I’ll 
bet your new stock will produce far 
greater results than the old list of 
names you called prospects.” 


The lobby of the Gibson is surrounded 
by a balcony, so that if any conven- 
tioneer wants to see some other man for 
one purpose or another, he can spot 
his prey from the balcony. 





GREETINGS FROM CLEVELAND 


TO THE 


National Association of Life Underwriters 
at CINCINNATI 








SETH A. BARDWELL 
and ASSOCIATES 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


1010 Union Commerce Bldg. 
Cleveland, Ohio 


J. H. McCULLOUGH 
Manager, Northeastern Ohio 


THE UNION CENTRAL 
LIFE INSURANCE COMPANY 


930 Keith Building 
Cleveland, Ohio 

















INTER-OCEAN INSURANCE COMPANY 
fersonal firctectione pance (US 


We'comes the NALU to the Queen City 


Inter-Ocean has served the public 
and its Agents faithfully since 1903 
with complete lines of disability 
protection; including hospitaliza- 
tion, surgical and medical plans. 
Life was added two years ago and 
we like it—so do our men and 
women in the field. Our new 
Security Plan —the ultimate in 
package sales — is just what the 


prospect ordered. 


Here’s to a Pleasant Visit in 
Cincinnati — Best of Luck for a 
Constructive Meeting. 


TRUMAN H. 
CUMMINGS 
General Agent 


NATIONAL LIFE INSURANCE 
COMPANY 


Montpelier, Vermont 


1400 N. B. C. Building 
Cleveland, Ohio 


ROBERT T. MOORE 
AGENCY 


General Agents 


THE OHIO NATIONAL 
LIFE. INSURANCE COMPANY 
821 Hanna Building 
Cleveland, Ohio 








E. C. DANFORD 


Manager 


MUTUAL LIFE INSURANCE 
COMPANY OF NEW YORK 


1268 Union Commerce Bldg. 
Cleveland, Ohio 


WILLIAM J. REILLY 
Cc. L. U. 


Manager 


THE GUARDIAN LIFE 
INSURANCE COMPANY 
OF AMERICA 


Suite 816, B. F. Keith Bldg. 
Cleveland, Ohio 








GREETINGS FROM 
A CAREER AGENCY 
OF 
A,CAREER COMPANY 


THE EASTON AGENCY 


HOME LIFE INSURANCE 
COMPANY OF NEW YORK 


Hadsell Stone Easton, Mgr. 
1823 N. B. C. Bldg., Cleveland 


E. CLARE WEBER 
Cc. L. U. 
General Agent 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


910 Hanna Building 
Cleveland, Ohio 








LLOYD H. FEDER 
Manager Ohio Department 


RELIANCE LIFE INSURANCE 
COMPANY 


8th Floor Swetland Building 
Cleveland, Ohio 


Life — Accident — Health 


FREDERICK N. 
WINKLER, C. L. U. 
General Agent 
THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 
445 Hanna Building 
Cleveland, Ohio 








JOHN N. LENHART 
Cc. L. U. 
Agency Manager 


GREAT WEST LIFE 
ASSURANCE COMPANY 


1116 Keith Building 
Cleveland, Ohio 








W. ALLEN BEAM 
General Agent 


STATE MUTUAL LIFE 
ASSURANCE COMPANY 


722 Leader Bldg. 
Cleveland, Ohio 
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Keep Enthusiasm 


at Boiling Point 


Block, 
the sales 


Commonwealth 
seminar 


Stanley L. 
Life, Louisville, at 
cited the axiom 
stressed by B. N. 
Woodson, that 
water at 211 de- 
grees is just hot 
water, inert and 
powerless; but 
water at 212 de- 
grees is steam, live 
steam, with power 
enough to turn 
wheels of a _ loco- 
motive and snake a 
mile-long train of 
box-cars through a 
mountain pass. 

He declared that 
many a potentially good life insurance 
man is walking around at 211 degrees, 
inert and powerless, unable to move 
himself to great accomplishments or his 
prospect to favorable decisions. “But 
throw one more log, one more lump of 
coal, upon that man’s fire of enthusiasm 
and conviction, get him to the boiling 
point, and he is a man possessed with 
unlimited power.” 

He listed some of the things he tries 





Stanley L. Block 


























il | U 


UIA 


ARE 





nT 


“ON TIME” 


In living as in traveling, reaching a given 
point at a specified time is the direct result 
of careful planning. Those without a plan 
seldom make the train . . . others travel 
miles without destination. The trip is most 
rewarding to the traveller who knows his 
ultimate objective ... who plans carefully 
and reaches each way-station on schedule. 


The underwriter who plans lifetime goals 
for his clients, sets a path of achievement 
for himself. Today, 81% of Fidelity’s 
foremost underwriters use Fidelity Per- 
sonal Estate Plans to keep their clients | 
and themselves “on time” financially. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY 
PHILADELPHIA ¢ PENNSYLVANIA 
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to do to ee his own temperature at 
212 degrees: 

2. Continual study and analysis of 
current economic situations in his own 
community and his own section of the 
country. Knowledge of employment, 
knowledge of paydays; effect on mental 
attitude, importance of knowing pay- 
days. 

2. Change of stance. A professional 
baseball player in batting slump reports 
for morning batting practice, chokes the 
bat, shortens his stride, and changes his 
stance. A life insurance man in a slump 
can “change his stance” by getting ex- 
cited about some new sales idea. The 
best single device on earth for curing a 
slump, he said, “is to dust off some sales 
idea that has worked like a charm for 
you in the past and which you have dis- 
carded and half-forgotten for no particu- 
lar reason except that you grew tired of 
it.” 

Get Back on Beam 


3. Get back on the beam. Inactivity 
breeds low morale, and low morale 
breeds poor production and still further 
inactivity, in a continuous downward 
spiral. “The best cure on earth for the 
‘blues, for low morale, is to get to work. 
I try to make an extra call on another Northwestern Mutual, Minneapolis. 
prospect every day, and four calls a — _ es va 





V. E. White, Northwestern Mutual, Cedar Rapids; Spencer L. McCarty, Provident 
Mutual, Albany, executive secretary New York state association; and Falconer Thomas, 








week may result in one or two extra 


sales.” 4. Get nitiied about life insurance. “I 


find enthusiam is contagious, and many 
prospects become buyers when they are 
caught in the current of sincerity and 
enthusiasm for the product we sell. 
Good stories or examples pertaining to 
the value of life insurance serve to help 
the prospect, and serve equally to help 
the salesman.” 
5. Let the excitement show through. 
“Excitement and enthusiasm can show 
if through the eyes, if only we are not a 
little bit embarrassed about it, a little 
bit ashamed of it, and tainted by that 
hint of self-consciousness which is the 
salesman’s greatest enemy.” 

6. Cultivating and developing nomi- 
nators. “I find that one of the things 
most destructive to my morale is to be 
‘fresh out of prospects.’ I make it my 
business to develop centers of influence 
.. . good people to whom I have satis- 
factorily sold and serviced life insurance. 
Through their knowledge of changes in 
the community, I gain leads as to new 
babies, newly married couples, and re- 
cent purchasers of homes. 

“Closing is made easier once a presen- 
tation is given to a prospect who is 
relaxed and gives his undivided atten- 
tion. 


Do Necessary Things Now 


7. Do it now attitude. Little things 
make the difference between success and 
failure. “The thing that makes success 
out of failure is the ability to force our- 
selves to do the necessary things now. 
Planning is hard work . consciously 
or unconsciously we shy away from 
details, such as proposal forms or back 
calls. I am convinced of the power of 
visual sales, for it has been said ‘One 
picture can tell more than a thousand 
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FINANCIALLY? 


words.’ Planned sales talks give the 
track to run on and we eliminate the 
hesitation that comes to the agent. 

“My strongest close on most cases is 
a simple statement, ‘Mr. Prospect, one 
or two things will happen to you—you 
will be either an old man or a dead 
man,’ and as the proposal is generally 
on the endowment at 65, I point out 
that in no case can my company pay 
less than the face amount of the con- 
tract.’ 


Enters Three More States 


Republic National Life has now 
entered Kansas, Arkansas and South 
Dakota, in addition to Texas, Oklahoma 
and Illinois where the company was 
already licensed. Plans are under way 
immediately to secure license in ad- 
ditional states. 


Graham C. Wells, United States Life, 
New York City, has attended every 
convention starting with 1895 except 
for a very few when illness compelled 
him to remain away. He was formerly 
a partner of Clancy D. Connell as gen- 
eral agent of Provident Mutual in New 
York City. 





All those who attended the conven- 
tion representing Commonwealth Life 
were sporting large black badges bear- 
ing the name of their company. 





Roland D. Hinkle, Equitable Society, 
Chicago, took one evening off from the 
convention to visit Robert Stoddard of 
Cincinnati, a classmate of his at Hills- 
dale College in Michigan. 








The | 


AT FAIRMOUNT AVENUE Second Floor 








Wi: WOULD BE GLAD 
TO HELP YOU PLAN 
| YOUR NEXT TRIP TO 
COOL COLORFUL 


COLORADO 
GREAT EASTERN MUTUAL 


LIFE INSURANCE COMPANY 
Boston Bldg. 


Denver 2 
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iste Managers’ 
Meeting Popular 


(CONTINUED FROM PAGE 3) 








J the quality underwriter... 
| plan for both. 


Elsie Doyle, Union Central, Cincinnati, 
furnished what he described as that 
something that ties together everything 
else in our blood, known in medicine 
as hemoglobin. 

At the conclusion of the panel Mr. 
Moore also summarized the main points 
made by the participants. 


Craig Heads Managers Session 


The general agents and managers 
session at the Netherland Plaza Wednes- 
day afternoon, also 
well attended, was 
in charge of W. 
Thomas Craig, 
Aetna Life, Cincin- 
nati 

High point of the 
managers session 
was the presenta- 
tion to William T. 
Earls, Connecticut 
Mutual, Cincinnati, 
of the Managers 
Magazine prize 
winning article 
award. Charles J. 
Zimmerman, asso- 
ciate managing director of L.I.A.M.A., 
made the presentation. 

Mr. Earls’ story appeared in the May- 
June issue and was titled “Keep Your 
Balance in Work, in Manpower.” It is 





Ww. T. Craig 


MUTUAL... 


over half century of service... 


A QUALITY COMPANY... 


rating... 


top 


almost three hundred millions in’ force 
.. Over eight millions in surplus...a very 
low net cost...full level premium reserve, 
modern streamlined contracts, zero to 
age 65...issuance of sub standard plans 


..modern direct collection of premiums, 


A QUALITY COMPENSATION PLAN... 
extremely generous, yet strongly vested 
career life underwriter contract... auto- 
liber 


-generous for personal produc- 


matic financing... al general agency 
contract.. 
tion... strongly vested...excellent for 
securing and satistying the career lite 
pays tor 


underwriter...unique, different... 


i liberal pension 


home 


A QUALITY TRAINING PLAN... 


contin- 


office schools for career men... 
uous group training development of the 
general agent...using the best in selec- 


tion and training techniques. 


friendly mid- 


A QUALITY TERRITORY... 
western home office...ideal size of 
company... quality territory available for 


expansion. 








an account of the methods he has used 
to build an agency composed of 12 war 
veterans since his return from the navy 
in 1946. 

The luncheon speaker, C. T. Burg, 
sales vice-president of the Iron Fire- 
man Manufacturing Co., spoke on “The 
Three Bogeymen,’ whom he _ termed 
Inertia, Pessimism and Delay. 

W. Eugene Hays, New England Mu- 


tual, Boston, explained the thorough 
training process which his agents 
undergo. Instruction is not enough, he 


said, for the agent must acquire habits 
which stay with him as long as he is 
in the business. New agents in the 
Hays agency get in their first year # 
total of 375 hours of office clinic train- 
ing and 250 hours of field training. 

Raleigh R. Stotz, ‘general agent for 
Mutual Benefit Life at Grand Rapids, 
described his formula for agency suc- 
cess, pointing out that making a success 
of the individual agent is the key to 
a strong agency. 

. A. Hill, general agent of Aetna 
Life of Toledo, told how he helps build 
prestige for his individual agents. 





Galaxy of Notables Bring 
Greetings to Convention 


At the first general session Thursday, 
greetings to the convention were brought 
by W. E. Bixby, president of Kansas 
City Life and the American Life Con- 
vention; A. V. Call, president of Pacific 
Mutual and of Life Insurance Assn. of 
America; J. M. Holcombe, Jr., managing 
director L.I.A.M.A.; Morgan Williams, 
managing director of Life Insurers 
Assn.; C. McN. Steeves, manager North 
American of Toronto at St. John, New 
Brunswick, president of Life Underwrit- 
ers Assn. of Canada, and Holgar 
Johnson, president Institute of Life In- 
surance. 

President Truman’s greetings were 
distributed at the auditorium in facsimile 
form. 

During Mr. Orr’s address he called on 
James E. Rutherford, vice-president of 
Prudential and former executive secre- 
tary of N.A.L.U., to take a bow. 





Women’s Luncheon Thurs. 


Elsie Doyle, the new chairman of 
Women’s Quarter Million Dollar Round 
Table, was introduced at the women 
underwriters luncheon Thursday ‘by 
Norma Wasson, Phoenix Mutual, Kan- 
sas City, chairman of the women under- 
writers group. 

Three members of the Million Dollar 
Round Table who took bows were 
Eunice Bush, Mutual Life, Baton Rouge; 
Ellen Cook, National of Vermont, De- 
troit, and Grace Chow, Occidental Life, 
Los Angeles. Irene P. Monfort, Union 
Central, Cincinnati, introduced the spe- 
cial guests. 

President Clifford H. Orr, who made 
an unscheduled appearance, congratu- 
lated the women for the progress made 
by their group since its inception and 
thanked them for their contribution to 
the National association. 





Va. Wins All-Southern Feud 


Howard D. Goldman’s Virginia agen- 
cy of Northwestern Life won the an- 
nual All-Southern Feud production con- 
test. The agency achieved a_ perfect 
cumulative score and set an all-time rec- 
ord in volume of business, number of 
lives written and percentage of quota. 
Ray Williams of the Virginia agency won 
the plaque as the individual win- 
ner. The Tennessee agency of E. T. 
Proctor, Nashville, was second among 
agencies. Alden Smith and Preston 
White finished second and third as in- 
dividual winners. Other agencies par- 
ticipating were L. W. Norton, Durham; 
Luther W. Allen, Atlanta, and Russell 
Law, Baltimore. The general agents 
were hosts to the three leading produc- 
ers in each agency at a meeting at Sea 
Island, Ga. Howard Tobin, company 
vice-president, and Willard H. Griffin, 
assistant director of agencies, attended 
the celebration. 


Solidarity Shown 
in N.A.L.U. Ranks 


(CONTINUED FROM PAGE 3) 
and American Society of C.iL.U. seminar 
on chapter activities. 

That evening there were 38 company 
dinners, followed by the president’s re- 
ception and ball. 

Friday morning offered a strong pro- 
gram. At the Million Dollar Round Table 
Hour, at which Paul W. Cook, Mutual 
Benefit Life, Chicago, M.D.R.T. chair- 
man, presided, the speakers were Wil- 
liam D. Davidson, Equitable Society, 
Chicago, and Alden H. Smith, North- 
western Mutual, Nashville. 

Mr. Davidson told how he uses his 
own life insurance program, running 
about $150,000, as a means of interest- 
ing his prospects. If possible he has a 
personal introduction or letter of recom- 
mendation from a friend of the pros- 
pect. He also makes use of letters of 
endorsement from substantial business 
men and lets the prospect read these. 

Mr. Smith told in detail his elaborate 
system for keeping himself operating 
effectively and without lost motion. He 
explained disarmingly that he was some- 
what lazy, was low on blood pressure 
and basal metabolism, and consequently 
have to find a system that would “work” 


learned early in his career that he would 
him if he was to get along. 

The morning session concluded with 
the American College hour, which fea- 
tured the address of Senator Taft of 
Ohio. He got a fine reception from the 
large audience that thronged the audi- 
torium bearing his name. 

The main business at the final busi- 
ness session Friday afternoon will be 
the election of officers and trustees by 
the national council. Under the by-laws 
amendment adopted Wednesday the vote 
of the council will be final, ratification 
by the convention body being no longer 
necessary. 





Proceedings of the Institute of Life 
Insurance Management held at Univer- 
sity of Illinois have been published by 
the university and are available from 
its business management services divi- 
sion. The subject is “Use of Modern 
Aids in Training.” 





James Partridge in his first work on 
the scenes at an A.L.U. convention 
acquitted himself well in assisting Wil- 
frid E. Jones, director of public rela- 
tions, with press details. With this pair 
always on the go, N.A.L.U. @ooperation 
with the daily and trade press was 
better than it has ever been. 
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From Commonwealth Life: Leo P. Sack, agent in Cincinnati; J. Leon Hughes, 
newly appointed Cincinnati ordinary manager; John Koprowski, Cincinnati agent, and 
W. R. Davis, III, director of ordinary agencies. 








Debits and Credits 
in Agent's Career 


The truly successful insurance sales- 
men are “married” to the business—not 
just “keeping com- 
pany” with it on 
occasion, Elsie 
Doyle, Union Cen- 
tral, Cincinnati, 
told the seminar 
session Thursday 
afternoon. 

“The choice of 
one’s profession, 
like the choice of 
one’s husband or 
wife, is a momen- 
tous choice, for in 
this selection we 
actually dictate a 
way of life for our- 
selves and our family. It is something 
that will occupy the greatest part of 
our time and be our constant, if in- 
visible, companion and, like in marriage, 
eh? aaaia to forsake all others,” she 
said. 

She suggested setting up a balance 
sheet showing the assets and liabilities 
in a life insurance agent’s life. The first 
thing he must forsake is the luxury 
of complete relaxation at the end of 





Elsie Doyle 


the day. 
“We cannot retreat to our homes, 
close the door and turn the lock to 


secure ourselves against business in- 





GREETINGS TO THE 
CINCINNATI CONVENTION 


National Association of Life Underwriters 


from 


Newark Outstanding General Agents 
and Managers 


J. BRUCE MacWHINNEY 


General Agent for New Jersey 


ZA tr . 
Lire INSURANCE COMPANY 
‘ or Bosvon. Massacmusirrs 


9 Clinton St. 


Newark MArket 3-2610 





WILLIAM R. BEARDSLEE AGENCY 
L. E. GROELL, Brokerage Manager 


The Lincoln National Life Ins. Co. 
3lst Floor Raymond Commerce Bldg. ‘ 
Newark 2, N. J. 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


B. C. THURMAN, General Agent 


744 Broad Street, Newark 2, N. J. 





C. VERNON BOWES 


General Agent 
New England Mutual Life Insurance Co. 


1180 Raymond Boulevard, Newark 2, N. J. 
MArket 2-0360 








THE NEWARK AGENCY 


Serving Northern New Jersey 


The Prudential Ins. Co. of America 
Home Office—Newark, N. J. 


CHAS. W. CAMPBELL, C.L.U., Mgr. 
JOHN J. PLUMB, Assoc. Mgr. 


Suite 1115, 744 Broad St. 
Phone MA 3-2990 


Newark, N. J. 








trusions until another day. Our time 
must accommodate that of our prospect 
or client. Some people prefer an inter- 
view during business hours in their 
offices; others would much rather dis- 
cus the matter in their homes with cer- 
tain members of the family in on the 
conference. If there is not an appoint- 
ment, there are other things to do.” 

If there are no evening calls to make, 
it is necessary to devote all efforts to 
building an intelligent schedule of work 
for the next day, Life insurance de- 
mands a rigid code of self-control and 
self-discipline, which some might place 
on the credit side, while others regard 
it is a most difficult task. The long 
hours spent in study and planning must 
definitely be placed on the debit side. 
Then there are the “time robbers.” 
Family demands and social obligations 
must be kept under control if the ledger 
is to be kept in balance. 


“Why” of Debit Items 


In examining the “why” of the items 
entered in red ink—the things the agent 
must forsake—she put first the moral 
obligation toward clients and_ their 
financial well-being which must be as- 
sumed, and which should bring about 
the same feeling of relief as when the 
doctor or the attorney takes over. | 

“We create a plan and, whether it is 
a small savings program, family income 
coverage, mortgage protection, a guar- 
anteed education or business protection, 
it must reflect your ability and certainly 
your sincerity.” ; 

Greater knowledge of the business 
and collateral subjects is an essential, 
only a little ahead of skilled allocation 
of one’s time. : 

The largest entry on the credit 
side, as Miss Doyle sees it, is the Op- | 
portunity for personal achievement and y 
the independence of creating, developing 
and carrying out a plan. 

“In this business of ours we often 
have this opportunity to see many 
dreams become realities. We have 4 
chance not only to make a living but 
to live . . . If it is security you want, 
is there any better way than those re- 
newal commissions you are accumulat- 
ing or the pension plans your own com- 
pany has adopted for you. Endowed 
with good health, your potential earn- 
ings are up to you.” : 

Another entry on the credit side is the 
lack of concern about advancing years. 
The “over 40” handicap is one which | 
need not worry life insurance people. | 
Statistics show the average age of the 
life producer is 47.3. The median age, 
is 47, which would indicate that there) 
are as many successful agents over 47 
as under. | 

General American Life was repre 
sented by Frank Vesser, vice-president, | 
Richard Bennett, agency supervisor, | 
Adam Rosenthal, manager at St. Louis, 
and Lewis C. Callow, general agent at| 
Memphis. 
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2nd Day 


Women Leaders Too 


Reluctant to Sell 
Others on Business 


Women who have been successful in 
selling life insurance do altogether too 
little selling of the 
business itself to 
others who might 
be equally success- 
ful, Margaret Div- 
ver, advertising 
manager of John 
Hancock Mutual 
Life, told the 
women’s session 
Thursday  after- 
noon in her talk 
on “Turn the Spot- 
light on Yourself.” 
She chided them 
for their reticence 
in this respect. 





Margaret Divver 

“If all the potential women producers 
were here today,” “it would be hard 
to find a hall big enough to hold them, 
and one of the greatest contributions 


you successful life insurance women 
could make to the life insurance busi- 
ness is to induce these women to find 
the same happiness and satisfaction in 
the profession of life insurance as you 
have.” 


Taught to Listen, Not to Talk 


In its recent article on million dollar 
insurance writers, the magazine “For- 
tune” observed: “The accomplished life 
underwriter is a better listener than he 
is a talker.’ Miss Divver said that 
Corrinne Loomis put it just as neatly 
when asked why successful life insur- 
ance women have so little of the recruit- 
ing urge. She said: “They are taught 
to listen, not to talk. This habit oi 
always listening or talking only in 
terms of the other person becomes 
ingrained. It is difficult for a good life 
insurance woman to turn the spotlight 
on herself.” ; 

Therein, Miss Divver believes, lies 
part of the answer to the mystery ot 
why the prestige enjoyed by the life 
insurance business is not sufficiently 
reflected in the prestige of its agents. 
“There just isn’t enough of that wonder- 
ful word-of-mouth advertising applied 
to the selling of life insurance as a 
career as compared to the amount de- 
voted to life insurance itself. Life in- 
surance at work lacks no voice to praise 
it; the life insurance woman at work 
is too silent as to her accomplishment. 


New Era for Salesman 


“At various times I have interviewed 
many of you for press purposes—and 
I have always come away with new 
and exciting stories about what life 
insurance does—but the clam has noth- 
ing on you when it comes to secreting 
information as to what selling life in- 
surance has done for you as a person— 
for your way of life— and your hap- 
piness. You are great boosters for life 
insurance—but the career of selling 
life insurance is something few of you 
ever want to talk about.” 

She declared that to women who have 
the selling instinct there is no better 
time to sell the satisfactions of the 
job than now. The end of the buyer’s 
market is the beginning of a new era 
for the salesman. Many women who can 
sell are standing at a crossroads right 
now, trying to decide where they will 
take their talents. In a buyer’s market, 
they are in a position to pick their em- 
ployers; they can afford to select the 
job which is most interesting as well 
as most lucrative. “Who is_ better 
equipped to sell them on the job than 
the women like you who hold a position 
of leadership in the business?” 


Difference in Attitude and Spirit 


“I sometimes think the real difference 
between you women who are making 
good at selling and those who are just 
getting by is a difference in attitude 
and in spirit as much as in ability. More 
than the urge to earn is behind your 
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accomplishment. No matter how you 
may differ in personality or methods, 
there is one characteristic you all have 
in common. You are in love with your 
work. And that sort of spirit admits 
of no easy attitude toward success or 
failure, toward working or relaxing. 
Behind it is an urge almost missionary 
in character to carry the great benefits 
of life insurance into as many homes 
as you can reach. If you women would 
exten@ some of that attitude toward 
a project to attract to the field of life 
insurance selling women of character 
and distinction, women of real selling 
ability and community sense—in short 
women like yourselves—you would be 
discharging an important and _ pressing 
obligation to the business you love.” 


Illinois Film Is Given 
Its Premiere Showing 


The premiere showing of the slide 
film, “Why Life Insurance is Good for 
You,” fook place at Cincinnati. 

Showings are still going on at the 
Illinois Life Underwriters Assn. head- 
quarters in the Terrace Plaza Hotel. 
The film was sponsored jointly by the 
Illinois association, University of Illi- 
nois, and Illinois Assn. of School Prin- 
cipals. Designed for school use, the 





films are shown while the text is read 
by a teacher. Children are given texts 
of the script, illustrated with the pic- 
tures shown on the screen, to take home 
and show their parents. The story is 
built on the idea of replacement—when 
a radio tube wears out it must be re- 
placed, for example, and the parallel is 
drawn to show how life insurance is 
replacement for the lost earning power 
of a human life. 





Metropolitan Has Headquarters 


Metropolitan Life maintained a sub- 
stantial headquarters in the Netherland 
Plaza hotel in which more than 200 rep- 
resentatives of that company registered. 

Company men present from the home 
office were C. J. North, vice-president; 
W. S. J. Shepherd, second vice-presi- 
dent; W. W. Hartshorn, Emil Arnatou, 
I. W. Jenkins, G. H. Wright, superin- 
tendents of agencies; Karl Kreder, as- 
sistant vice-president; Earl Trangmar 
and Joseph Flood, division of field man- 
agement; C. L. Burden, D. J. Patacca, 
N. P. Moran, Herbert Garrity, super- 
visors. 

Alden Palmer and Robert. Daisey oi 
R. & R. Service, driving from Indian- 
apolis to Cincinnati in Mr. Daisey’s new 
car, were delayed by an accident that 
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stove in the left side of the car but did 
not damage it badly enough to make it 
impossible to drive. A motorcyclist just 
ahead and going in the same direction 
pulled out to pass a car and ran head-on 
into another car, which then swerved 
and plowed into the side of Mr. Daisey’s 
car. The motorcyclist was killed but no 
one else was injured. 








John P. Costello, Southwestern Life, 
Dallas; and Charles E. Cleeton, Occidental 
Life, Los Angeles, candidate for N.A.L.U, 
secretary. 
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N. QA A. Results i in Dollars and Cents 


(CONTINUED 


FROM PAGE 15) 





the N.Q.A. men was $332,420. It is in- 
teresting to note that the average an- 
nual production increased as the per- 
sistency increased. The average annual 
production of men with 90% and 91% 
persistency was $302,402 and of men 
with 99% persistency $387,974. 

4. The average weighted persistency 
of the 7,368 men was 95. 8%. 

It is often said that it is easy to 
write persistent business provided too 
much business is not written. In this 
cornection, the statistics of the million 
dollar producers are of interest. 


1948-49 N.C.A. Million Dollar Qualifiers 


Total Aver. 
Annual Bus. 





Written Last Average 
Per- Two Years Annual 
sistency 000 Pro- 
‘Percent No. Omitted) duction 
90-91.9 18 $ 28,035 $1,557,500 
92-93.9 11 13,163 1,196,600 
94-95.9 20 27,913 1,395,600 
96-97.9 31 38,739 1,249,600 
98-98.9 22 32,967 1,498,500 
99-99.9 24 34,294 1,428,900 
100 8 18,108 2,263,600 
Total "434 $193,219 $1,441,940 


In other words, the 134 N.Q. x quali- 


fiers produced business at an average 
rate in excess of over one million over 
the last two years. Their average 
weighted persistency was 95.5% or only 
39% below the average of all qualifiers. 
It is interesting to note that there were 
only 683 NALU Million Dollar Round 
Table qualifiers last year. The 134 mil- 
lion dollar men who qualified for 
N.Q.A. represent 1/5 or 20% of this to- 
tal. When it is remembered that some 
Million Dollar Round Table men may 


not have applied for the N.Q.A., this 
percentage indicates that these large 
producers must write a much better 


than average quality of business. 

When commenting on the million dol- 
lar producers, it is significant to note 
that eight men had 100% persistency, 
24 men had 99% persistency and 22 men 
had 98% persistency, i.e., 40% had 98% 


persistency or better. 
The question immediately arises, 
“How much extra money did N.Q.A. 


men make over coresponding good men 
with only 85% persistency?” 

It is noted that the average persist- 
ency of N.Q.A. qualifiers was over 95%. 
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ry dal policies 


are Liberty Life Policies! 


In its home state of South Carolina, Liberty Life 
leads all life insurance companies with insurance 


in force of $293,644,371. 


This amount is dis- 


tributed among more than 690,000 people, or 


nearly two out of every five persons in South 





Carolina. During 1948, 
\, death claims and cash 
| Owners was paid out in 


more than $2,400,000 in 
benefits to living policy 
South Carolina. 


This remarkable acceptance by its home state 
market is a unique endorsement of Liberty Life’s 


methods and policies. 


“Financial Freedom 


LIBERTY. 






for the Family” 


LIFE 





INSURANCE COMPANY 


ORGANIZED shied 





HOME OFFICE, 


GREENVILLE, SOUTH CAROLINA 





It was generally conceded that an agent 
with at least 85% persistency is a good 
man. 
question, we should, therefore, deter- 
mine the extra money earned by an 
agent on making a sale when an agent’s 
persistency is 95% over the correspond- 
ing amount earned by an agent with 
859% persistency. 

For illustrative purposes in calculat- 
ing the present value of vested renewal 
commissions at the date of s@le, we 
have assumed nine 5% vested renewai 
commissions discounted at 242% inter- 
est. The present value of nine 5% vested 
renewal commissions on business with 
95% persistency would be $8.65 per 
thousand, assuming an average pre- 
mium of $25. The corresponding value 
for business with 85% persistency would 
be $6.42 per thousand, indicating a dif- 
ference of $2.23 per thousand between 
95% business and 85% business. 

As the average agent qualifying for 
N.Q.A. wrote $332,420 a year, the above 
figures would indicate increased earn- 
ings on the present value basis of $741 
a year. In other words, the present 
value of future commissions due N.Q.A. 
qualifiers would be $741 greater than 
for corresponding good agents whose 


In order to answer the above. 


income, it is only right and proper that 
they should be placed in the limelight 
by being awarded the coveted N.Q.A. 
Certificates and permitted to use the 
N.Q.A. insignia on their letterheads. 
bl N.Q.A. program, as sponsored by 
N.A.L.U., has been, without a doubt, 
one of its outtanding achievements. 
a analysis of N.Q.A. men indicates 
t a 

Quality business means dollars in 
ne pocket. 

2. N.Q.A. men wrote one-six of the 
ordinary business written in the United 
States last year. The persistency of this 
business was 95.8%. 

3. The tables indicate, on the average, 
that the better the persistency, the 
larger the volume of business written, 

4. In all, 633 men had 100% persist- 
ency, eight of whom wrote an average 
of $1 million of business over the last 
two years. 

5. The average additional earnings 
per N.Q.A. man was $741.00 more than 
for the corresponding good agent with 
only 85% persistency. The aggregate 
additional earnings of all N.Q.A. men 
on this basis was over 5% million dol- 
lars. 
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B. N. Woodson, exectuive vice-president Commonwealth Life; Roger Bourland, 
director of ordinary agencies of Liberty Life; and J. R. Townsend, Sr., Equitable of 


Towa, ees, a trustee candidate. 








persistency was only 85%. If the com- 
parison had been made between N.Q.A. 
men and agents with 75% persistency, 
the difference would have been approxi- 
mately $1,400. What better way is 
there to make $1,000 if your persist- 
ency can be improved? 

What about N.Q.A. men’s earnings in 
the aggregate? 

If the N.Q.A. men produced $2% bil- 
lion of insurance last year, and if the 
difference between 959 and 85% per- 
sistency represents $2.23 a thousand, as 
indicated in the above paragraph, then 
N.Q.A. men last year earned $5,575,000 
more than they would have earned if 
their persistency had been only 85%. 

Does money talk? Does $5% million 
mean anything to 7,510? 

N.A.L.U. has always been interested 
in any program which recognizes and 
rewards the professional career under- 
writer who is working in the best inter- 
est of the business as a whole. There 


| is probably no national program in life 


insurance which works for a greater 
improvement of our business than the 
N.Q.A. program. There is also no na- 
tional program which is tied so closely 
to. the \monetary rewards earned by 
agents for doing a creitable job of serv- 
icing their policyholders. The N.Q.A. 


| program emphasizes the merits of writ- 


| ing persistent business and, 


therefore, 
from a public interest viewpoint at- 
tempts to correct the greatest criticism 
which can be leveled against life insur- 
ance, i.e., the lapse rate. 

Even though N.Q.A. men are re- 
warded for their efforts by an increased 


Convention Is Climax of 
Two Years of Preparation 
by Cincinnati Committees 


For the Cincinnati convention com- 
mittees N.A.L.U. convention week cli- 
maxed nearly two years of work in 





W. Henry Blohm 


R. D. Ross, Jr. 


preparing for this gathering. W. Henry 
Blohm, Provident Mutual, national 
committeeman, is gen eral chairman 
and has obviously done an outstanding 
organization job. 

Just before the convention there was 
a “dress rehearsal,” with all of the com- 
mittee chairmen present to give verbal 
reports on their respective activities. 
Part of the purpose of this was to make 
sure that every chairman knew just 
what all would be responsible for. 

Raymond D. Ross, Jr., Great-West 
Life, is president of the Cincinnati asso- 
ciation. 
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Some of those at the head table at the dinner which National Life of Vermont gave for Clifford H. Orr, president of N.A.L.U., who 
is Philadelphia general agent of National Life: J. C. Benson, Union Central, Cincinnati, N.A.L.U. vice-president; Deane C. Davis, vice- 
president and general counsel of National Life; Mr. Orr, D. Bobb Slattery, agency vice-president of National; Mrs. Orr; L. Douglas 
Meredith, executive vice-president of National Life; Jul B. Baumann, Pacific Mutual, Houston, immediate past president of N.A.L.U., 


' and Ray Hodges, general agent of National 


Explains Proposals 
on Section 213 


(CONTINUED FROM PAGE 6) 


we recommend the retention of a total 
company expense limit. However, here 
again we recommend that all money 
paid to the agent of record for placing 
policies be excluded from this limit. 

It is noted that the five recommenda- 
tions set out in this sub-committee’s 
report are, of necessity, general in 
nature. It is obvious that the time avail- 


able to our committee has not been 
sufficient to develop specific recom- 
mendations. However, these recom- 


mendations, while being couched in gen- 
eral phrases, give a very definite goal 
and pattern, and, as such, we hope that 
they will be accepted as the views of 
this committee. 


Committee Appearance Planned 


Finally, reference should be made 
to the motion attached to and forming 
a part of the report. This motion asks 
authority to prepare suggestions and 
recommendations to be presented to 
the legislative committee in line with 
this sub-committee report. 

It is noted that Senator Walter J. 
Mahoney of New York, in reporting 
on the hearing on section 213 of the 


in Cincinnati. 


New York insurance law in his intro- 
duction, quoted several phrases from 
y.A.L.U.’s explanation of section 213. 
In particular, we note the following 
sentence in his report: “It is no credit 
it 


to our legislative system to have 

stated, as one authority recently wrote: 
‘After stumbling over percentages, 
figures and legal jargon they (the 


readers of section 213) usually ended 
considerably more confused then when 
they started.’” We further note that 
in summarizing his report he concludes 
with these remarks: ‘Furthermore, any 
recommendations of the industry com- 
mittee will have to be thoroughly con- 
sidered by the National Assn. of Life 
Underwriters and New York State 
Assn. of Life Underwriters and... ” 


Must Have Specific Recommendations 


Keeping in mind N.A.L.U.’s_ tradi- 
tional position with respect to the en- 
actment of section 97 in 1906 and sec- 
tion 213 in 1929, and remembering the 
direct references by the legislative com- 
mittee to our association, it is impera- 
tive that N.A.L.U. be in a position to 
make specific recommendations to this 
committee when it resumes its hear- 
ings. As these hearings will, no doubt, 
be held prior to the mid-year meeting 
in Oklahoma City, our sub-committee 
has no alternative but to ask the said 
motion be approved. 
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0. Sam Cummings, Kansas City Life, Dallas; Lew Callow, General American, Mem- 


_ phis; and Julian S. Myrick, retired vice-president of Mutual Life. 


XUM 








New Pacific Mut. Group Men 

Rutledge Bray has joined the home 
office staff of Pacific Mutual as super- 
intendent of group insurance for asso- 
ciations of employers. He was formerly 





LOOKS GOOD TO US 








With over 400 million dollars of insurance in 
force, American United is about 64th in a 
list of over 500 insurance companies. Is that 
good? We think it is, because we have all the 
advantages size can give: a good distribution 
of risks, the ability to employ top-flight 
talent in the Home Office, the opportunity 
to take advantage of operating economies, a 
portfolio of investments large enough to be a 
factor in the market, without the problems 
of investing huge sums in a low-interest 
market. Yet, American United is small enough 
to be close to its agents and policyholders, 


» small enough to know every tree in its forest. 





with Massachusetts Mutual as group 
supervisor in San Francisco. He grad- 
uated from U.C.L.A. in 1940, and was 
a member of the 1948 Olympic water 
polo team. 

Tom D. Cudmore, for more than 12 
years in group insurance work with 
Aetna Life and Massachusetts Mutual, 
has succeeded R. A. McHugh as man- 
ager of Los Angeles regional group 
office. He is a graduate of Dennison 
University. 





Solomon Huber, Mutual Benefit Life, 
New York City, had with him his son, 
Mel, 20 years old, who recently grad- 
uated from De Pauw University and 
just passed his New York State agents’ 
license examination after two days of 
study. He is entering Columbia law 
school after having scored in the upper 
6% of his class in legal aptitude. He 
will sell life insurance also, but because 
he is not a full time agent he will not 
be housed in the Huber agency but will 
operate as a broker. 





The Los Angeles delegation was busy 
as usual advertising the local climate. 
To this end they passed out match cov- 
ers and sprigs of orange blossoms. 
Sporting one of the latter, Phil Hobbs, 
Equitable Society, Chicago, said sadly, 
“Always a bridesmaid, never a bride.” 
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AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST, 


INDIANAPOLIS, INDIANA 
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By-Law Changes Shown in Detail 





This year was productive of a num- 
ber of significant changes in by-laws 
which have been treated elsewhere in 
this issue in general fashion. In the 
following paragraphs these changes are 
presented in detail: 

The following sections of part I, ar- 
ticle VII are amended to read as fol- 
lows: 

“Section 5. The president, the vice- 
president, the secretary, and the treas- 
urer shall be elected by the national 
council, at the time of the annual con- 
vention, for a period of one (1) conven- 
tion year in the manner prescribed in 
the by-laws.” 

“Section 7. At the annual convention 
for the year 1934-5, there shall be 
elected twelve (12) trustees, of whom 
six (6) shall serve for two (2) conven- 
tion years and six (6) shall serve for one 
(1) convention year, and thereafter six 
(6) trustees shall be elected annually. 
The term of office of all trustees elected 
after the annual election in 1934 shall 
be two (2) years. Trustees shall be 
elected by the national council at an 
election meeting at such time during the 
national convention as may be fixed by 
the board of trustees. Any vacancy 
eects in the board of trustees at the 
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time of an annual convention shall be 
filled by the national council. 

Part 1, article IX, is amended to read 
as follows: 

“Section 1. There is hereby created 
the national council, which shall hold 
two (2) regular meetings each year, one 
to be known as the mid-year meeting, 
to be held within the first six (6) 
months of each calendar year and not 
less than four (4) months before the 
next annual convention, and one to be 
known as the convention meeting, to 
be held within the two (2) days preced- 
ing each annual convention, provided, 
however, that an adjourned session of 
the convention meeting shall be held 
during the convention for the purpose 
of electing officers and trustees as pro- 
vided in the by-laws.” 

Part 2, article IV, is amended to read 
as follows: ° 

“Section 8. At each duly called con- 


shall appoint a committee on credentials, 
a committee on resolutions, and a com- 
mittee on elections: each to consist of 
at least nine (9) members from member 
association. In the case of the com- 
mittee on resolutions three (3) members 
shall be past presidents of the National 
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New officers of the American Society of C.L.U.: Left to right, Howard H. Cammack, 
vention or prior thereto, the president John Hancock, Albany, vice-president; James W. Smither, Jr., Union Central, New 


Orleans, secretary ; 





Assn. of Life Underwriters. In the case 
of the committee on elections all mem- 
bers shall be members of the national 
council, Five (5) members of each of 
the foregoing committees shall consti- 
tute a quorum.” 

Part 2, article VI, is amended to read 
as follows: 

“Section 6. At an election meeting 
held at such time during the annual con- 
vention as may be fixed by the board 
of trustees, the national council shall 
vote upon the nominees for office and 
shall elect the president, the vice-presi- 
the secretary, the treasurer and 
the number of trustees necessary to fill 


| vacancies in the office of trustee by rea- 
;son of expiration of the terms of office 
jof the 


incumbents in accordance with 


the by-laws.” 


Provisions for Election 


“Section 7. When the election of of- 
ficers of the National Assn. of Life Un- 
shall become the order of 
business of the national council, the re- 
port of nominations received at its pre- 


| convention meeting, as provided in sec- 
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| ceeding years, 


| for one year terms. 


|or less 


|} vear term, 


| tion 5 of this article, shall be presented 
| by 


the committee on nominations.” 


“Section 8. Voting shall be by ballot. 


| No member of the national council shall 
ibe allowed to vote unles his eligibility 


to do so has been certified by the com- 


|mittee on credentials.” 


Section 9. (Present section 10 will 


be renumbered as section 9.) 


For 1934 the six (6) 
trustees receiving the 


10. 
for 


“Section 
nominees 


‘highest number of votes shall be de- 


clared elected for two (2) year terms 
and the next six (6) receiving the high- 
est number of votes shall be declared 
elected for one (1) year terms. In suc- 
prior to the election of 
trustees, the president shall ascertain 
and announce to the national council the 
number of trustees to be elected for two 


| year terms and the number to be elected 


The national coun- 
cil shall then elect that required num- 
ber of trustees. No ballot for trustees 
shall be counted whereon it appears 
that the elector has voted for a greater 
number of nominees than the 
number required to be elected to fill all 
vacancies. In the election of trustees, 


ithe six candidates for trustee who re- 
|ceive the highest number of votes shall 


be declared elected for two year terms. 


| If a trustee is to be elected for a one 


the candidate receiving the 
next highest number of votes shall be 
declared elected trustee for a one year 
term. The same procedure shall be fol- 
lowed where more than one trustee is 
|to be elected for a one year term. An 
additional ballot or ballots shall be 
taken if necessary to determine which 
of two or more candidates receiving an 


equal number of votes shall be elected. 


On such ballots there shall appear only 
the names of the candidates who receive 


such equal number of votes.” 


“Section 11. Cumulative voting shall 


Carl M. Spero, independent, New York City, treasurer; and Karl K. 
mrngens Business Men’s ani anne, Lemania 


J.S. Myrick Rees 
Accomplishments of 
American College 


In opening the American College hour 
Friday morning, at which Senator Taft 


was the principal 
speaker, Julian S. 
Myrick, chairman 


of American Col- 
lege, recalled that 
this is the 22nd an- 
niversary of the 
college and empha- 
sized that, although 
a separate organi- 
zation, it was 
brought into ex- 
istence by N.A.L.U. 
after many years of 
intensive study by 
association leaders. J. 

In these 22 years, 
he said, 3,590 have completed the entire 
series of examinations, 5,507 
candidates have credits for from one to 
four parts of the examination and 1,264 
additional candidates have been ap- 
proved by the registration board, mak- 
ing a total of 13,234, including 1949, 
College officials believe that probably 
as many more have studied in C.L.U. 
classes. Last year 251 C.L.U. study 
groups with a combined enrollment of 
4,218 were operating in 152 cities, rep- 
resenting 43 states, District of Colum- 
bia and Hawaii. 

He referred to the new home of the 
college at Philadelphia, which also 
houses American Society of C.L.U.. 
S. S. Huebrier Foundation for Insur- 
ance Education, and American Institute 
for Property & Liability Underwriters. 
“Thus, under one roof,” he said, “we 
have established an institution which is 
dedicated to fostering educational ac- 
tivities on a high academic level, and 
to promoting the professional concept 
throughout all branches of insurance.” 

There has been a great increase in 
the granting of fellowships and scholar- 
ships by the Huebner Foundation to 
those who aspire to become teachers of 
insurance in the various colleges and 
universities. The demand for teachers 
of insurance in these institutions far ex- 
ceeds the supply. 


S. Myrick 








not be permitted.” 

“Section 12. The committee on elec- 
tions shall report promptly to the na- 
tional council the results of the ballot- 
ing and the reports shall be signed by 
a majority of the committee. After the 
committee has so reported, the chair- 
man shall deliver all ballots to the ex- 
eccutive vice-president to be kept by 
him for a period of ninety (90) days 
after the close of the convention meet- 
ing of the national council, when the 
ballots: shall be destroyed.” 
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Mrs. Liston Tells 
Her Philosophy 
and Work Habits 


Ann S. 
tual, South 





Northwestern Mu- 
in her talk on “The 
Things I Do to 
Keep up my Men- 
tal Attitude,” toll 
the national sales 
seminar that there 
are three problems 
that confront every- 
one in or entering 
the life insurance 
business. They are 
prospecting, organi- 
zation, and philoso- 
phy. 
Mrs. 


Liston, 
Bend, 


Liston said 
that prospecting 
has never been a 
problem for her for 
she has an imaginative mind and can 
envision in everyone a need for life 
insurance. “Every person that we meet 
or see is a prospect if we are but willing 
to talk with him,” she said. “It is al- 
ways amazing to me how quickly a 
cold canvass can turn into a new client. 

“Again, I am constantly amazed at 
the generosity of others in giving me 
information and directing me to their 
friends. When a prospect is referred 
to me, I always go back to the person 
who referred him and thank him for his 
thoughtfulness. The fact that you ap- 
preciate his thoughtfulness will prompt 
him to be thoughtful again.” 


Seek Large Sales 

Agents are fortunate, Mrs. Liston be- 
lieves, since they can go out and find 
a prospect and do not have to wait 
in the office, as does the doctor. The 
volume of business is in proportion to 
the energy expended and the selectivity 
of prospects. It is as easy to sell a 
$10,000 policy as a $1,000. 

To be successful, Mrs. Liston recom- 
mended that agents be observant. “All 
about us are prospective clients, if we 
but stop to ask them if we may be of 
service,” she said. 

Mrs. Liston said that when she first 
started in life insurance she made lists 
of groups and organizations, system- 
atically calling on each. This type of 
prospecting changed to referred leads 
as she became more familiar with the 
business. Now she uses the telephone 
a great deal. She feels that a person 
who will not give an agent a personal or 
telephone interview is probably not a 
prospect. 





Ann S. Liston 


Work Spells Success 


While discussing organization Mrs. 
Liston recalled that her father often 
said that work spells success. She 


added that though there are no short- 
cuts to success, work without organiza- 
tion and planning is enervating and dis- 


couraging. 
Mrs. Liston recommended at least 
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‘ihe hours of work per an and a pre- 
determined number of calls to be made 
during the week. She explained that 
self-discipline is a most difficult art to 
master. “I set a goal each year and 
break it down into the 12 months so 
that I can check on my self at least 12 
times during the year,” she said. 

In her treatment of philosophy, Mrs. 
Liston recalled the truth of the old 
saying that “As a man thinketh in his 
heart, so is he.” She stated that many 
frustrations come from within that are 
needless if “we but transcend the im- 
pediments and move directly and con- 
cisely toward our goal.” It is necessary 
to have a central purpose in life or else 
fall prey to petty worries, fears, troubles 
and self pitying, all of which are in- 
dications of weakness and lead to fail- 
ure, unhappiness and loss. A man 
should conceive of a legitimate purpose 
in his heart and set out to accomplish 
it, making this purpose the centralizing 
point of his thoughts. 


Desire to Share Problems 


By combining good health and a fair 
amount of intelligence with regular 
work, “you can accomplish anything,” 
safd Mrs. Liston. 

The innate desire to share problems 
with another is important to those in 
the life insurance business, for it is 
this human desire that prompts man 
to be willing to listen to the approach, 
“and if we give an honest survey of 
his needs and present factual and 
realistic answers, he cannot but accept 
and do as we suggest,’ Mrs. Liston 
declared. 


Russell Memorial 
Award Presented 
to J. M. Holcombe, Jr. 


of the notable features of the 
morning session was the pres- 
entation to John 
Marshall Hol- 
combe, Jr.,  man- 
aging director of 
Life 
Agency 
ment Assn., of the 
John Newton Rus- 
sell 
award for out- 
standing service to 


One 
Friday 


the institution ot 
life insurance for 
1949. 


Participating in 
the presentation 


J. M. Holeombe, Jr. . 
ceremonies were J. 


Stanley Edwards, Aetna Life, Denver, 
former president of N.A.L.U. and a 
previous recipient of the award; John 
Henry Russell, who established the 
award in memory of his father, who 
was president of N.A.L.U. in 1916-17, 
and Jul B. Baumann, Pacific Mutual 


Life, Houston, who as immediate past 
president of N. A.L.U. was chairman of 
the committee which made the award. 

Mr. Holcombe was presented 
engraved watch with this inscription: 
“John Marshall Holcombe, Jr., detender 
of the American agency system and dis- 
tinguished pioneer in the development 
of the application of research techniques 
to the problems of agency management. 
He also received a miniature, suitably 
engraved, of the permanent plaque 
which has a place of honor at N.A.L.U. 
headquarters and on which the names 
of recipients of the award are engraved. 

The committee’s citation, which was 
read in connection with the presenta- 
tion, stressed his work as founder and 
continuous head of Life Insurance 
Agency Management Assn., in adapting 
research techniques to sales problems 
on an industrial basis. 


Roger Bourland, director of ordinary 
agencies of Liberty Life, and Mrs. 
Bourland, stopped off at Lexington, 
Ky., to visit their son, Roger, Jr., a 
member of the junior class at Transyl- 
vania College. 


memorial | 


Insurance | 
Manage- | 


an | 





Women’s Handicaps 
Considered in Talk 
by Ethel Smith 


In her talk at the women under- 
writers session, Ethel Smith, regional 
manager Great 


Northern Life, 
Cleveland, asked: 
“Did you ever think 
of life as a shop 


window with you 
and me as_ shop- 
pers?” 

Life’s shop win- 


dow has what you 
want but, she cau- 
tioned, it is impor- 
tant to choose 
wisely with the full 
realization that you 
will have to pay the 
price for whatever 
you get. 

“Let’s consider some of the things 
we, as women agents, must do if we are 
to shop wisely from life’s shop win- 
dow,” she continued. When women 
work outside the home they have to 
pay a price. That price includes incon- 
veniences. Women are paying the price 
when they spend time studying, plan- 
ning, and laying out their work instead 
of joining friends or going to a concert 
or movie. Sometimes the job must be 
placed ahead of the very family for 
which the woman is working. “It is 








Ethel Smith 
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indeed a problem how to divide our 
time between our precious family and 
that all important job.” 

Mrs. Smith explained that in addi- 
tion to the endless rounds of duties in 
connection with the homes, women 
have to spend hours on things male com- 
petitors do not have to even think about. 
As examples she mentioned beauty par- 
lor appointments, the selection of ac- 
cessories and the maintenance of ward- 
robes. However, since appearance is 
important she did not consider this 
time wasted. 

“One way to be an unwise shopper,” 
she added, “is to show a tendency to 
be a martyr to the job, as some women 
do. When a woman takes a job she 
tries to see how much she can do. 
When a man gets a similar job he tries 
to see how much he can get done for 
him without effort on his part.’ As 
a result, she said, the male competitor 
can use his time for the more impor- 
tant things and emerge fresh at the 
end of the day while the woman wears 
herself out over petty details. This 
causes job-staleness, which, she sug- 
gested, may be cured by travel, vaca- 
tions, new clothes, new faces or hob- 
bies. 

Knowledge of insurance must not be 
underestimated, Mrs. Smith said. The 
training and apprenticeship necessary 
to become an agent and keeping abreast 
of the times are important. Mrs. Smith 
considered enthusiasm in work more 
important than knowledge, however, and 
recommended that all agents try to 
cultivate this virtue. 
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Plus sales for you, 
Mr. Walker, if 
you can answer 
this question! 







Q. 


this Earl Walker of Carthage, Mo.?” 





What's a 
PLANOLIFE? 


A @ ‘Planolife is General American Life’s terrific 
new juvenile contract. It offers your child $1,000 of insur- 
ance per unit to age 21, jumps to $5,000 from then on, and 
provides a lifetime income or $5,000 cash at age 65. It’s just 


packed with sales appeal.” 


Mr. Walker should know whereof he speaks. 


A new man 


with the company, he has been one of the sales leaders on 
the Planolife contract since its introduction last year. 
Many other field associates have found it a real money- 


maker, too. 
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QUALITY COUNTS 


The National Association of Life 
Underwriters merits much com- 
mendation for its emphasis on 
Quality — Quality underwriters, 
Quality business, Quality service. 
These emphases have been helpful 
to all phases of the life insurance 


business. 


QUALITY COUNTS ALSO 
WITH. INDIANAPOLIS LIFE 


From its inception in 1905, through 
all the years—Quality has counted 
mightily with the Indianapolis Life 


Insurance Company. 


With $59,000,000 in Quality as- 
sets—over $220,000,000 of Qual- 
ity insurance in force, with Quality 
representatives who have been 
thoroughly trained and equipped 
to render the maximum in Quality 
service, the Company points with 
modest pride to its past accom- 
plishments and looks forward to a 


great future. 


INDIANAPOLIS LIFE 
INSURANCE COMPANY 


Indianapolis; Indiana 


WALTER H. HUEHL, 
Executive Vice President and Actuary 





G. D. McKinney Analyzes SS Proposals 


(CONTINUED FROM PAGE 14) 





future and as such is merely another 
means of increasing benefits. It dis- 
criminates against those who have short 
periods of coverage under the law. It 
does not recognize that the need of 
those currently requiring benefits is as 
great as the need at a later date. N.A. 
L.U. should continue its all out opposi- 
tion to the increment. 

(e) Effect of continuation factor: In 
arriving at the base amount payable to 
an insured or beneficiary, the present 
law computes the average monthly wage 
by dividing the total wages received, 
(not in excess of $3,000 in any year), 
in covered employment by the number 
of months since 1936 or age 21, which- 
ever is the later. This has the effect 
of reducing the average monthly wage 
in proportion to the percentage of time 
in covered employment. For example, 
Mr. A who earns $3,000 a year but was 
only covered in % the years since 1936 


aad 


base amount under the new formula 
would be: 





Average Monthly Wage $250 
50% of $100 = $50 
10% of 150 = 15 
Total $65 
Continuation Factor % 

Base Amount $32 


In other words, Mr. A’s base amount 
would be reduced by $20 under H.R, 
6000 by the use of the new continuation 
factor. This might seem severe in its 
operation and, to some degree, would 
defeat the general theory that social 
security should provide a minimum sub- 
sistence level of income. On the other 
hand, it should be emphasized that H:R, 
6000 gives an individual the option of 
choosing 1936 or 1949 as his starting 
time, whichever gives the larger benefit. 
Consideration might be given to a pos- 
sible recommendation that the present 
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The L.I.A.M.A. exhibit is the dominating feature of the Gibson Hotel lobby. Con- 
versing at the left are H. H. Grider, Jr., Minnesota Mutual, Philadelphia, and W. J. 


Stoessel, National Life of Vermont, Los Angeles. 


would, as a result, have an average 
monthly wage of $125 for OASI pur- 
poses instead of $250 which was _ his 
average monthly wage for his time in 
covered employment. His base amount 
would be, therefore, calculated as fol- 
lows: 

Average. Monthly Wage $125 

50% of $100 = $50 

10% of 25= 2 





Total or Base Amount $52 
Uses New Approach 


H.R. 6000 uses a new approach. It 
calculates the average monthly wage for 
the time in covered employment only, 
in Mr. A’s case $250 a month. The 
benefit formula is then applied to the 
average monthly wage and the resulting 
benefit is reduced by the continuation 
factor. This continuation factor is the 
ratio of the number of years covered 
to the number of years from the starting 
time. This would mean that Mr. A’s 


method of adjusting for years in non- 
covered employment be retained. 

(f{) Lump sum death benefits: H.R. 
6000 contemplates paying death benefits 
in all cases as against the present law 
which only pays benefits in cases where 
no other benefit is payable. N.A.L.U. 
has always been opposed to death bene- 
fits under the OASI program. The 
present proposal, in effect, places the 
government right in the insurance busi- 
ness. N.A.L.U. should oppose this ap- 
proach by all means possible. 

: Addition of disability insurance 
benefit: The proposed bill provides bene- 
fits to all currently insured individuals 
in case of permanent and total disability. 
The benefits payable would be the pri- 
mary insurance amount provided under 
the OASI program. 

As has been repeatedly pointed out 
by N.A.L.U. and other sections of the 
insurance industry, the entrance of the 
government into the insurance disability 
field is hazardous and could be very 








Greetings 


We, who have a common goal with you .. . the promotion 
of thrift and economic security . . . extend greetings. 
May your national convention be pleasant and profitable 
to all National Life Underwriters Association members. 


WOODMEN OF THE WORLD 
LIFE INSURANCE SOCIETY 
Omaha, Nebr. 





to N.A.L.U. 
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costly. N.A.L.U. has always recom- 
mended that such a program, if insti- 
tuted, should be on a grant-to-aid basis 
as is presently followed in the public 
assistance program. As pointed out in 
the minority report, the cost of the pro- 
posed disability insurance program may 
well exceed 1 billion dollars annually 
within the next few years. N.A.L.U. 
should oppose this program by all means 
possible. 

4. Increase in Taxes: H.R. 6000 pro- 
poses to increase the rate of tax for 
social security purposes to 3% in 1950, 
4% in 1951 to 1959, 5% in 1960 to 1964, 
6% in 1965 to 1969 and 614% thereafter, 
the above rates being split between em- 
ployer and employe, the tax rate for 
self-insured being 34 of the above rates. 

Not only do the above rates of tax 
represent a large percentage of the em- 
ploye’s income; the point to remember 
is that such taxes only cover the OASI 
part of the total recommended social 
security, pensions, health and welfare 


program recommended by the social 
security board. If all recommended 
social security programs, etc., were 


adopted, the total cost on a payroll basis 
might be as high as 15%. 


Staggering Totals Contemplated 


The proposed tax rate estimates that 
the trust fund for the OASI program 
would build to over 98 billion dollars by 
1990, or 40% of the total current gov- 
ernment indebtedness, and that the con- 
tribution or total taxes would amount 
to over 8 billion dollars increasing to 
9 billion dollars after 1970. A further 
figure which is of interest in this con- 
nection is a statement in the minority 
report of the House ways and means 
committee which estimates the total 
cost of existing and all recommended 
social security, pension, health and wel- 
fare programs at over 41 billion dollars 
in the year 2000. This latter figure ap- 
proximately equals the total expendi- 
tures of the government for the current 
year. It is noted that the current fiscal 


segeenent of the government is in the 
red. 

Any social security program, to be 
effective, must be based on a sound 
economy. Benefits payable will only 
fulfill their purpose if they will buy 
the goods and services contemplated by 
the system. In the final analysis, no 
security program, social or private, can 
be effective unless it can be supported 
by a nation’s production and a sound 
currency. The pyramiding of costs be- 
yond the amount an economy can bear 
is the surest method of defeating any 
security. 


Would Hold Down Benefits 


The tremendous costs mentioned 
above emphasize the seriousness of the 
situation and mean that N.A.L.U. and 
all other groups should reconsider their 
position with respect to holding all 
benefits and other social security pro- 
grams to the minimum basic needs which 
can be supported by a reasonable tax 
rate. It is our opinion that N.A.L.U. 
should advocate placing OASI on a 
tax basis more closely approximating 
a pay as you go basis and holding bene- 
fits to a level which will not threaten 
our national economy. 





List Membership 
Report Changes 


Following are the specific amend- 
ments to the report of the N.A.L.U. 
committee on membership which were 
reported in general fashion earlier: 

“1. We recommend to the incoming 
president that he do not appoint for the 
coming year a separate committee on 
extension but place the responsibilities 
formerly allocated to that committee in 
the hands of the membership committee. 

“2. We recommend to the incoming 
administration that, in the interest of 
promoting membership, a state officers’ 
meeting be held in connection with the 











“Life insurance, by its very nature, is 
opposed to the slackness, levelling and 
impoverishment of state collectivism, 
because life insurance is accomplish- 
ing directly opposite results by foster- 
ing diligence, progress and enrichment 
through individual enterprise. 
representatives of life insurance, not 
only serve the spirit of free enterprise, 
but they powerfully cultivate it every 
day. Life insurance upholds the view 
that the provision a citizen makes for 
himself is the best for him and best 
for his country.” 


The 


President 


Kae i 


Fourty Three Progressive Years in The West 


In Standard’s lifetime the West has seen its greatest rush of 
progress, progress in which this company has been able to share. 
As the pioneer mutual life insurance company west of the Rocky 
Mountains Standard has aided the growth of its territory, al- 
ways maintaining a position of leadership through pioneering 


in the insurance field. 
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STANDARD INSURANCE 


Company 


A WESTERN COMPANY OWNED BY ITS POLICYOWNERS 


Established 1906 © Home Office: Portland, Oregon 


midyear and annual meetings. 

“3. We recommend to our successors 
that they organize on a national level 
a new members campaign in the month 
of November with the understanding 
that we will try to sell the state and 
local association on the idea of solicit- 
ing on the basis of 1950 dues and that 
all new members whose dues for 1950 
are received at national headquarters on 
December 1 will be members as of Jan. 
1 and will receive complimentary copies 
of Life Association News. 

“4. We recommend that considera- 
tion be given when printing new appli- 
cation blanks to the idea of including 
on them a form authorizing an agent’s 
manager to pay his dues in advance and 
deduct them later from his commis- 
sions.” 


Dinner for Leon Hughes 


J. Leon Hughes, new manager of 
Commonwealth Life’s ordinary agency 
at Cincinnati, was welcomed at a din- 


ner at which the home office was repre- 
sented by B. N. Woodson, executive 
vice-president, and W. R. Davis, III, di- 
rector of ordinary agencies. Mr. Hughes 
was midwestern territorial supervisor 
for Columbian National Life before 
joining Commonwealth last January as 
supervisor of agencies in the ordinary 
department. 





Competition from Dodgers 


The pennant-happy Brooklyn Dodg- 
ers, who wrestled with the Cincinnati 
Reds during the early convention days 
provided plenty of competition for the 
convention. 





A. E. Whaley, vice-president and di- 
rector of agencies of Franklin Life, was 
on hand sporting one of the famous ties 
distributed by Charles E. Becker, com- 
pany president. This particular cravat 
is covered with dollar signs and the in- 
itials of Franklin contracts. 





| The Volunteer State Life Insurance Company 
| Chattanooga, Tennessee 


Congratulates 


MRS. EMMA P. McCONNELL 





| ‘ £ 
| “TENNESSEE'S FIRST” 
Lite Member Women's Quarter Million 


| Dollar Round Table 
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Home-Guard Fits BOTH 


Both to you and to your custo- 
mers, Home-Guard Insurance 
brings important advantages. 


From your viewpoint, there’s a 
big advantage in mortgage loan in- 
surance that is optional with each 
customer. From the customer’s 
standpoint it makes real sense to 
cover the mortgage loan with life 
insurance at such reasonable cost. 








{ 

It is entirely logical that Old 
Republic should be the company to 
develop this improved Mortgage 
Loan policy. Through the past 
twenty years, Old Republic has be- 
come the largest company special- 
izing in life insurance on Consumer 
Credit, serving over 2,000 financial 
institutions. 


OLD REPUBLIC 


CREDIT LIFE INSURANCE COMPANY 
James H. Jarre, Pres. CHICAGO, ILLINOIS 
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GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE-WINNIPEG.CANADA 


A Billion Dollar Company Established 1891 








Red Necktie Proves Secret of Siete 


(CONTINUED FROM PAGE 10) 





the door came one of the sorriest look- 
ing salesmen I have ever seen. His ap- 
proach was apologetic, and the most 
striking thing about him was his cloth- 
ing—a sombre dark suit, a dark hat that 
had seen better days, black shoes, and 
to top it all off, a black necktie. 

“Even before he had a chance to open 
his mouth I began to feel gloomy, and 
then he said, ‘I sell the Blank Super-8 
automobile—would you be interested in 
buying a car, Mr. Burg?’ 


Was a Good Prospect 


“Of course I wasn’t interested—I 
didn’t want to buy a car or anything else 
from that fellow, even though, at the 
time, I had been wondering if it wasn’t 
about time for me to invest in one of 
the new models being advertised and 
displayed. 

“I told him that my present car was 
giving good service. He acted as though 
that was exactly the answer he expected, 
and then can you imagine what he said? 
‘How’s business?’ 

“‘Tt’s good,’ I replied. ‘We are having 
a fine gain in sales over last year.’ 

“His face took on an incredulous ex- 
pression, and he said, ‘Really? You're 
the first man who has told me that in 
six months.’ This ornament to the sell- 
ing profession left shortly, and as I 
turned back to my work I started think- 
ing to myself: 

“Suppose that same salesman had 
come in radiating optimism and prog- 
ress? Suppose, even though it was a 
dark morning, that instead of that sad 
get-up, he had worn a good looking grey 
suit and hat—and a cheerful red necktie. 

“A red necktie,’ I mused, ‘Why isn’t 
that the perfect symbol of cheer, opti- 
mism and enthusiasm, and why shouldn’t 
we make it just that throughout our 
entire sales organization of several thou- 
sand men?’ 


“We decided we had a real idea, and 
a few weeks later I ‘sprung’ it at our 
national convention of dealers and their 
salesmen. That was the start of the red 
necktie tradition in our organization— 
just a symbol, I’ll grant, but a powerful 
one when you get an entire organization 
recognizing it and using it—getting their 
chins up, and sticking their chests out 
behind that red tie. 

“Since that convention, we have given 
away many hundreds of red ties to our 
salesmen in all parts of the United States 
and Canada. In fact, we now buy them 
by the gross! Not only are our own 
sales constantly increasing, year after 
year, but business must be booming in 
the red necktie factories! One of the 
biggest pleasures I have is presenting 
this little token. to salesmen who have 
done outstanding work. 

“In spite of all the charts, graphs, and 
statistics that economists use to explain 
the ups and downs of business, isn’t it 
true that, basically, good business is 
founded on optimism and confidence?” 


Delay Is Insidious 


Delay is the third member of our 


‘ogeyman trio, said Mr. Burg. He’s the 


one who says, “You can’t do anything 
now. The time isn’t right yet. Better 
wait and maybe the government will 
prime the pump again and bring back 
prosperity.” 

Delay, he said, is an insidious disease 
that is infecting many in the selling 
profession today. They wait while 
others are working aggressively and 
hanging up new sales records. 

“The antidote for delay is—Do It 
Now—this week, today—at once,” he 
said. “How can we hope to make any 
money in 1949 if we delay until next 
summer, next Thanksgiving, next 
Christmas?- By that time the year will 
be past history and gone forever; 1949 





Congratulations To Our 
1949 Million Dollar Round Table Members 





C. C. MASON 











D. I. MOLER A. RUTLEDGE, JR. 


Truman. E. Spencer 
Rudolph L. Walter 
Charles C. Whitfield 
Roy H. Woodside 
Thomas L. Wyatt 


Leslie H. Patton 
James W. Rand 

Cecil B. Ray 

Charles K. Reid II, CLU 
Allan Rutledge, Jr. 


Lavern W. Adams Russell W. Klise 
James C. J. Ballagh Ermes M. Knight 
Mitchell T. Curtis Chan C. Mason 
Wilson P. Graham Col. Daniel 1. Moler 
Charles 1. Haycraft Jay C. Neil 


J. D. MARSH & ASSOCIATES 


ESTATE PLANNING SERVICE BUSINESS LIFE INSURANCE 
EMPLOYEE BENEFIT PLANS 


122 The Marsh Building Washington 6, D.C. 











America Needs You 


America, today, presents the richest challenge 
of the modern world to the men and women in 
the life insurance business. 


The Massachusetts Mutual, one of the country's 
oldest and strongest life insurance companies, 
urges you, whatever your connection and where 
ever you work, to recognize your opportunity 
and to welcome the responsibility it implies to 
render enduring service. America needs you! 


AraasrachuseltMatual 


LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Organized 1851 
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Harry Nelson, Chicago, and Mary La- 
' Bella, Los Angeles, both of Manhattan Life, 
at N.A.L.U. meeting. 


is here for only 12 short months, and 

regardless of business conditions or any- 
d thing else, there are only a fixed number 
of days, hours, and minutes in it. If we 
are going to take advantage of it we 
have to do it now.” 














No Elevator Congestion 


| The powers that be made a wise deci- 
sion in holding meetings in the ballroom 
of the hotel instead of in larger quarters 
on the top floor of the hotel, where 
they were ciiginally scheduled. This 
obviated any elevator congestion of the 
type that frequently occurs at conven- 
tions, the ballroom is only walking 
distance up from the lobby for any but 
the poorest risks. 


Non-C.L.U.s Conspicuous 

So rare are those men becoming in 
the higher N.A.L.U. echelons who do 
not hold the C.L.U. designation that 
someone suggested that at future con- 
ventions there might well be a dinner 
for.non-members of the C.L.U. 








Farmers & Bankers Names 


Mathes to Colo. Post 


Appointment of Vernon C. Mathes 
to the position of division manager 
for Farmers 
Bankers Life of 
Wichita is an- 
announced. 

Mr. Mathes for 
several years has 
been agency man- 
ager for a western 
company. Follow- 
ing his graduation 
from Colorado Uni- 
versity he entered 


the newspaper busi- oe wr 
ness at Denver. Ff | : 


After a few years 
he left the publish- 
ing business to en- 
ter the life insurance field. Mr. Mathes 
will make his headquarters at Denver 
and will be in charge of agency opera- 
tions covering Colorado. 





Vernon C. Mathes 





Gibson.Good Headquarters 

There were many at the convention 
who remarked on how conveniently the 
Gibson Hotel was located as a conven- 
tion headquarters and how well details 
were handled by the hotel staff. The 
hotel is handy to the business district, 
to buses and taxis, railroad and _air- 
line ticket offices, and many good eat- 
‘ng and drinking places. The hotel is 
celebrating its 100th anniversary this 
year, though, of course, the present 
structure is much newer. 


J. G. Blane, Guatemala City, Guate- 
mala, Pan-American Life’s general agent 
for Guatemala, Salvador, Nicaragua and 
Honduras, was called upon by President 
Orr at the national council meeting 
Wednesday afternoon to stand and take 
a bow as the member traveling the 
farthest to get to the convention. How- 
ever, he was not in the room at the 
time. 











who 
wouldn’t ! 


Yes, we at Bankers Mutual Life love youngsters . . . and 
why shouldn’t we? Every child (from baby on) is an ideal 


prospect for 


our 


“custom 


JUNIOR ESTATE 


tailored” 


BUILDER policy that grows as the child grows. At age 21 it 
automatically quadruples its endowment value. 

This juvenile savings plan with full-benefit tailoring was 
“made to order” for men and women who like to sell juvenile 
insurance. If you do (or haven't, but like youngsters, too) and 
want to know more about this fast-selling juvenile policy, write 


us today for complete in- 
It pays top 
commission rate and 
double bonus awards. 


formation. 
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59 Years of Progress 


\ 
S) 
ae 





YN 











ty 
hae 











For 59 years Woodmen Accident 
Company has been a leader in the 
field of personal insurance protec- 
tion. Its record and that of its asso- 
ciated companies is one of sound, 
sturdy and consistent growth. Still a 
true pioneer after three generations 
of service, Woodmen Accident initi- 
ated a complete new line this year— 
a line designed to offer greater cov- 
erage at less cost. An outstanding 
feature of the Reliable Series is Non- 
Cancellable Guaranteed Renewable 


_ protection. 


Since 1890 Woodmen Accident and 
Associated Companies have dis- 


bursed over $25,000,000 to their policyholders in claim payments. More 
than one-half million insured have received benefits when they were sick 
or hurt. Accident and health premium income of the Companies in 1948 
was $4,295,000, while life insurance in force was increased to over 
$43,000,000. Combined Admitted Assets exceed $7,600,000. 

Woodmen Accident's unique system of selection, training and super- 
vision helps its field underwriters build successful, permanent businesses 
with assured futures in their own communities. Inquiries are welcome 
from men and women who seek profitable lifetime careers in personal 


insurance selling. 


Woodmen. Accident 


E. J. FAULKNER 


President 


ASSOCIATED COMPANIES 


Lincoln 1, Nebraska 


R. L. SPANGLER 
Executive Vice President 
and Secretary 


Legal Reserve Life, Health, Accident and Hospital Insurance 
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Congratulations 


To the members of the National 
Association of Life Underwriters: 
on the occasion of their Sixtieth 
Annual Meeting, for their con- 
tinuing and effective efforts in ad-_ 
vancing the standards and scope 


of life insurance sales and service. 


Equitable Life Of lowa 


Founded 1867 Des Moines 

















a Complete 
Library of Best Sellers 


—each volume a 
career builder! 


- 
Washington National ¥ Insurance Company 


N N R KENDALL, Pr 


Exe vA 
(i 











Charles W. Campbell, Prudential, Newark; Robert C. Mahoney, Mutual Life, Charles. 
ton, W. Va.; H. H. Cammack, John Hancock, Albany, elected this week as vice-presiden 
of American Society of C.L.U.; and Karl K. Krogue, Business Men’s Assurance, Spo 


kane, new president of the American Society of C.L.U. 





Helps in Solving Financial Problem 


(CONTINUED FROM PAGE 7) 





present policies will be used for mort- 
gage retirement, estate clean-up ex- 
penses, and to provide the income at the 
full amount for as many years as it 
will last. Then the proposed new in- 
surance will pick up in the chart after 
the present insurance is exhausted. This 
results in substantially larger income 
being attributed to the new insurance 
because it will earn interest during the 
time when the present insurance is 
being exhausted. As a result, we can 
usually assure the prospect (even though 
he has bought his other policies years 
ago) that in terms of income to his 
family, the proposed new insurance is 
going to be the best buy he has ever 
made.” 

In some cases he projects the pre- 
mium payments to age 60 or 65 and 
compares the result with the amount 
of cash value on the policy. Very often 
the cash value will equal or exceed the 
premiums paid. This means that the 
interest earnings on the premiums de- 
posited have paid for the cost of the 
insurance. 


Show Solution to Problem 


“Remember, in presenting the solu- 
tion to his problem, that the real selling 
points are not in the policy, rather they 
are in the prospect’s situation, his fam- 
ily needs, and his plans for himself. 
Sales are not made by focusing atten- 
tion on the policy and its provision, but 
rather on one or two definite results 
that the prospect agrees he needs most 
ugently. By showing him that the pro- 
posed insurance is the ideal solution 
to his problem, we enlarge the value 
of the insurance to such proportions that 
the premium is, by comparison, a real 
bargain.” 

If he shows a reluctance to add any 
additional insurance, the agent might 
ask: “Well, Mr. Woodrow, with which 
of your children would you want Mrs. 
Woodrow to live?” 

If the prospect has been under social 
security and there are minor children, 
it is necessary to make him realize that 
if she goes to work in a covered em- 
ployment she sacrifices her social se- 
curity and at the same time increases 
her own expenses. The net result is 
that she will earn probably not in ex- 
cess of $7 to $10 per week over what 
she would have by not working and 
drawing her social security. “Mr. 
Woodrow, would you want Mrs. Wood- 
ow to work or $8 per week and still 
have orphan children?” 

After the sale is closed, the policy 
issued and the premium collected, there 
is an obligation to finish the job—to ar- 
range the proceeds of both new and 
old insurance so that they will be co- 


ordinated and accomplish the objective, 
In arranging these settlements on the 
new and old insurance, it is important 





to provide as much flexibility as pos- | 


sible. Within the limitations of the 


various companies involved, he would | 


provide ample withdrawal privileges on 
top of minimum basic income so that 
the widow can fluctuate her income 
within reasonable limits. 

“Give the widow the option to elect 
an annuity at some age between 55 and 
65. (I much prefer this option to the 
actual outright application of proceeds, 
for the reason that she will then have 
time from the death of her husband 
until she reaches this later age to deter. 
mine whether or not her own health has 
been impaired and whether it is wise 
for her to elect an annuity or to con- 
tinue to draw principal and interest.) 
In arranging settlements, avoid any 
plan where interest, only, is payable, 
if it is at all possible to do so. As you 
know, paying interest only makes all 
of the interest taxable, whereas if in- 
terest and principal are paid in instal- 
ments, the guaranteed interest is exempt 
from tax.” 

In the case of larger estates, it is im- 
portant to qualify insurance or other 
property under the marital deduction 
so that the maximum deductions are 
used. In such cases, work with an at- 
torney and trust officer. Where a sub- 
stantial amount of insurance is put in 
force, Mr. Wood prefers the com- 
bination of settlement options and the 
trust, in order to give the flexibility 
that the trust can offer and still have 
a basic amount guaranteed under the 
settlement options. 

“In making the final arrangements of 
proceeds under settlement, do not for- 
get that this is the ideal opportunity 
to make the prospect aware of the next 
step in his program. In very few pro- 
grams will you complete all of his ob- 
jectives with the first sale. Also, this 
is the time to get referred leads to other 
people who need the same fine service 
that you have rendered for him. He 
should be most appreciative of the serv- 
ice you have performed and will dem- 
onstrate it in a concrete way if you 
give him the opportunity.” 





Harry Fuller, vice-president in charge 
of agencies for Equitable Life of Iowa, 
was on hand. 

Martin B. Williams, executive man- 
ager of the Life Insurers Conference, 
was in town from Richmond. 

The Wisconsin contingent, as in the 
past, maintained its tradition as “Amer- 
ica’s Dairyland” by maintaining a head- 
quarters in the Gibson at which were 
dispensed cheese and nickel beers. 






































~~ 


e, Charles. 
e-president 
ance, Spo 


bb jective. 
S$ on the 
important 
y as pos- | 
s of the 

he would 
rileges on 
e so that 
r income 


1 to elect | 
on 55 and 
mn to the 
proceeds, 
hen have | 
husband 
to deter: 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 16, 1949 








CONGRATULATIONS 
TO THE NA.LU. 


On Its Accomplishments of the Past Year 


This Company again points with pride to the record of its 
Agents who have contributed so much to its success. 


Now operating in 15 States, we look forward with confi- 
dence to continued growth because we are an Agency- 
Minded Company with modern Agency Contracts and be- 
cause of our Underwriting KNOW-HOW. 


PHILADELPHIA LIFE INSURANCE 
COMPANY 


Established 1906 





PHILADELPHIA PENNA. 


BERTRAM S. BALCH 
Superintendent of Agencies 


WILLIAM ELLIOTT 
President 
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Protection to Fit 
Clients’ Needs 


The needs of clients, and their 
ability to pay premiums, are the 
determining factors in recom- 
mending personal protection pro- 
grams. The ability of our agents 
to offer just what is needed is 
based on the fact that we have 
an unusually varied line of per- 
sonal protection contracts. 


This company writes all mod- 
ern forms of life insurance and 
accident and health (commercial 
and monthly premium) and, in 
addition, a number of special cov- 
erages, among which are: 


Mortgage Redemption Plans. 
Family Debt Retirement Plans. 
Children from Birth. 


Special Accident coverage — 
medical expense reimburse- 
ment up to $1,000. 


Exclusive Vision Impairment 
Annuity. 


Travel and Pedestrian Accident 
and Expense Policy — good any- 
where in the world—paying hos- 
pital, nurses, medical and surgical 
expenses up to $500, plus prin- 
cipal sum and monthly indemnity 
—for a very low premium. 


Polio Expense Policy for indi- 
viduals and families, paying in 
the aggregate up to $5,000 for 
each person insured. 


Hospitalization contracts for 
individuals and families. Broad 
coverage, including maternity 
benefits. 


This is a multiple line company, 
so far as personal protection is 
concerned. 


Great Northern Life 
INSURANCE COMPANY 


110 South Dearborn Street 


Chicago 3, Ill. 
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= 
THE COUNTRY’S MOST FRIENDLY COMPANY 


OFFERS... 


@ Modern and attractive agent's and general agent's con- 
tracts to those looking for a permanent connection. 


© Complete line of Life Insurance policy contracts from 
birth to age 65 with full death benefit from age 0 on 
juvenile policy contracts. 


@ Complete line of Accident and Health policy contracts 
with lifetime benefits. 


@ Individual Family Hospitalization contracts with surgical, 
medical and nurse benefits. 


© Complete substandard facilities. 
@ Educational program for field man. 


Strong, Progressive Company 
Older than 85% of all legal reserve life 
insurance companies 


COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, 
Minnesota, Missouri, Nebraska, New Jersey, North Dakota, Ohio 
and Wisconsin , 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


C. G. ASHBROOK, VICE PRESIDENT — DIRECTOR OF AGENCIES 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 
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Yes We Do— Write 


THE 
Family Group Life Policy 


The most complete policy of its kind WRITTEN IN 
AMERICA TODAY — Whole Life (not Term), cash, 
loan, and paid up values. Birth to 60; Full death benefit 
at age 1; Double Indemnity at Age Birth; Waiver Pre- 


mium on Payor. 


This policy opens the door leading to extra sales on this 
and our entire line of Life, Accident, Health and Hos- 


pitalization Policies. 


We invite inquiry from those who are interested in a 
connection as salaried supervisor, general agent, career 
underwriter or broker in Missouri, Kansas, Oklahoma, 
Nebraska, Iowa, Minnesota, North Dakota or South 


Dakota. 


For information without obligation, write 





B. TAYLOR, Vice-President 


te — 


W. RALPH JONES Arecedonéd 
Eansas City 6, Missouri 


LIFE — HOSPITALIZATION — ACCIDENT — HEALTH — WHOLESALE GROUP — ANNUITIES 


Faithful Service for a Third of a Century 
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THE NEW JERSEY LIFE ASSOCIATES 


WINNERS OF THE 


CROWN LIFE VICE-PRESIDENTS CUP 


PRESENT 
M. DICKSTEIN 


President Managers’ Section 
Crown Life Club 


S. E. LEIWANT, C.L.U. 


Vice-President General Agents 
Crown Life Club 


J. H. CLEMENTS 


Crown Leader 


A. J. WOHLREICH 


President General Agents 
Crown Life Club 


R. J. MORAFF 
Member, Million Dollar Round Table 


© COMPLETE BROKERAGE FACILITIES © 


THe Crown Lire 


HOME OFFICE: TORONTO, CANADA 


1180 RAYMOND BLVD., NEWARK 2, N. J. 
Over $650,000,000 Insurance in Force 


MITCHELL 2-2083 
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NOW —If you live in 


.*% Michigan 

* Colorado 

* Oregon 

* Washington 


You, Joo, Way Bacome a Stan! 


Entering these four states, we are seeking 
General Agents to represent us. A wonderful 
opportunity awaits capable insurance men. 


Other General Agencies Available 


Though we are ably represented in numerous cities and 
states there are still many localities in which we have no 
general agencies. You, too, may become a STAR—and 
become financially independent in a few years if you 
would represent this live and alert 52 year old Company, 
reputed for its unusual policies and unique (and suc- 
cessful!!) sales plans. 

Write for information about our special insurance pack- 
age, sales aids, company, and general agencies still avail- 
able. Tell us about yourself! All correspondence con- 


fidential. 
HUGH D. HART, Vice-President and Director of Agencies 


lllinois Bankers Life Assurance Co. 


MONMOUTH, ILLINOIS 
xK “THE HAPPIEST INSURANCE FAMILY IN AMERICA” * 























Our Expansion Program 
has created. 


SOME UNUSUAL 


AGENCY OPPORTUNITIES 


ARIZONA, COLORADO, CALIFORNIA 
KANSAS, TEXAS, MISSOURI 
OKLAHOMA, NEBRASKA 
MINNESOTA, MONTANA 
IOWA, WYOMING 
NORTH & SOUTH DAKOTA, NEW MEXICO 
OREGON, WASHINGTON, NEVADA 


New Business Volume is up at 


NATIONAL RESERVE LIFE 
INSURANCE CO. 
Topeka, Kansas 


POLICYHOLDER’S NATIONAL 


LIFE INSURANCE COMPANY 
Sioux Falls South Dakota 


— "ASSOCIATED COMPANIES” — 











The CAPITOL LIFE INSURANCE COMPANY 


CLARENCE J. DALY, President HOME OFFICE — DENVER 


Take a Letter te 


MEN OF 
VISION 
USA. 


When questioned concerning his statement, “Go West Young Man,” 
Horace Greeley replied that the west was a place for men “Young 
in spirit!’ 

For men young in spirit the west offers golden cqapeniin 
TODAY, as it did in the gold rush days. 

Expanding industries, tremendous population increases, 
bustling business markets... provide opportunities for men of vision 
GREATER than at any previous time. In keeping with this aggressive 
western spirit of continuous development, we have started a NEW 





‘ agency expansion program. 


To men YOUNG IN SPIRIT we offer not 
only SECURITY... but a new way of life! 
It is to YOUR advantage to make further 
inquiries. 
Sincerely, 


bUZ 


G. A. UEstrange 


Vice President and Agency Director. 













































GOOD WORK! 


CLIFFORD H. ORR— 


1948-49 President of the National 
Association of Life Underwriters 
and general agent for National Life 
Insurance Company at Philadel- 








phia, Pa. 
Felicitations .. . 
National Association of Life Underwrit- 
, fh ers on 60 years of continual progress in 
an, I the interest of Life Insurance . . . 
AND 
| Clifford H. Orr, on the skillful piloting of 
the Association to new horizons of en- 
deavor and achievement! 
sive 
>t ; 
. NATIONAL LIFE INSURANCE COMPANY 
. Home Office, Montpelier, Vermont 





























A ROYAL WELCOM 
TO THE QUEEN CITY OF THE WEST: 


And this song of the vine 

This greeting of mine 

The winds and the birds shall 
deliver 

To the Queen of the West 

In her garlands dressed 

On the banks of the beautiful river. — 


From CATAWBA WINE— 
Henry Wadsworth Longfellow 


I HE entire Ohio National Life staff is at your service during 
your stay in our home town. Drop in either at our home office, 2400 
Reading Road, or at the Thomas W. Strange agency, 1732 Carew 
Tower. 


We sincerely hope you enjoy your visit to Cincinnati and that this 
60th Meeting of the N.A.L.U. will contribute richly to the advance- 
ment and welfare of life underwriting. 


THE OHIO NATIONAL LIFE INSURANCE COMPANY. 
~ CINCINNATI OHIO 





